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INTRODUCING THE NEW FORD TRANSIT 


THE MOST VEHICLE CONFIGURATIONS 

IN ITS CLASS. 



A WIDE VARIETY 

OF DIMENSIONS 

The Transit van and wagon are available 
In 2 different wheelbases, 3 different 
lengths and 3 different heights. That 
makes it easy to choose one that will fit you 
and your business exactly. And If that’s not 
enough. It's also available as a chassis cab 
and cutaway. 



THE NEW 

2015 

TRANSIT 


OPEN FOR 

BUSINESS 


** OVER +# 

6'5" TALL 



The Transit van Is available with the 
best-in-class maximum rear cargo 
door opening height. The doors open 
a full 237° and the floor is as low as 
28 inches.** It’s all about making loading 
and unloading easier. No matter what 
your business is. 



With an available cargo celling 
taller than some basketball 
players, the Transit van has 
loads of room for boxes, tools 
and you. That comes In handy if 
you want a mobile workshop that 
lets you stand up straight. And the 
advantages just keep piling up. 



• THE NUMBERS DON’T LIE • 


•Based on body type, body length, and wheelbase and roof height Class Is Full-Size Vans. *"When properly equipped. 
'Class is Full-Size Vans, when properly equipped. Excludes diesel competitive models. 
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MADE IN 
AMERICA 


Integrity employee Larry T. at the Wood-Ultrex factory in Fargo, ND 


We're a company built on a foundation of values. An evolution of principles 
established over a century ago, passed down through the Marvin family. Building 
windows and doors with pride, here in America, as if they're for our own homes. 
Taking no shortcuts. Making tough windows and doors with Ultrex* pultruded 
fiberglass, featuring the industry's first and only AAMA-verified 624-10 finish. 
That's Integrity. 


NEW Wood-Ultrex 

Insert Replacement Casement 


Visit our ALL-NEW website to see why Integrity's Ultrex fiberglass 
makes the toughest windows and doors. lntegrityWindows.com 

© 2015 Marvin Windows and Doors. All rights reserved ® Ultrex is a registered trademark of Marvin Windows and Doors 
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fayr MARVIN 

Windows and Doors 

Built to perform. 
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YOU STAY FOCUSED ON YOU - LET US WORRY ABOUT THE REST 

Quality paint for every project • Expert color matching • Product solutions • Innovative color tools 
The global coatings leadership of PPG • Expertise and service from your independent, local paint supplier 


Visit ppgpittsburghpaints.com to find a location near you. 






Always Working For You is a trademark and PPG Pittsburgh Paints and the Drippy P Design are registered trademarks of PPG Architectural Finishes, Inc. 
Wonder-Shield is a registered trademark of AkzoNobel. ©201 5 PPG Industries, Inc. All Rights Reserved. 
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I ’m a fan of the big picture. Literally. 

I like large, powerful photographs that 
inspire laughter, sadness, curiosity, and 
awe. For me, telling a story that utilizes im- 
ages almost as much as words is more likely 
to create a memorable impact. 

But I’m also a fan of fairness and giving 
credit where credit is due. That’s why when 
I saw last year’s design awards 
issue I completely understood the 
logic behind running a photo of 
every winning project: Platinum, 

Gold, Silver, and Bronze. The 
judges had decided that each of 
those designs were worthy of an 
award, so shouldn’t they all be 
honored with a picture? Of course 
... in a perfect world. 

Unfortunately, looking at last year’s issue, 
some of the photos were so small I couldn’t 
tell if the spot on the ceiling was a can light 
or a tiny fleck of icing from my cinnamon roll. 
The number of pages we were able to devote 
to the awards weren’t doing justice to the 
wonderful projects, nor were they helping 


our audience learn more about them. 

So, this year — after giving it much 
thought — we decided to only publish photos 
of the projects that are receiving Platinum 
and Gold awards. It was a difficult choice, 
but when you see how great the package 
looks, we hope you’ll agree that we made 
the right call. 


One thing I know you’ll agree with is 
that the honorees this year are stellar. And 
there’s something for everyone. So whether 
you like looking at old churches (page 26) , 
gorgeous contemporary facades (page 34) , 
or are interested in creative uses of re- 
claimed materials (page 32) , these 
projects run the gamut. 

Finally, the only people I 
can say worked even harder 
than us putting this issue 
together were the judges. I 
spent some time in the room 
as they pored over each 
project, and I came away with 
tremendous respect for their 
design acumen and commit- 
ment to the integrity of the 
judging process. You’ll find 
direct evidence of this in the 
“What the Judges Said” sec- 
tion that appears alongside 
the winners’ writeups. 

Enjoy! PR 



The judges, from left to right: Robi Kirsic, TimeLine Renovations; 

Vince Weber, Normandy Design Build Remodeling; Lana Gal- 
loway, LaMantia Design & Construction; and Michael Anschel, 
Otogawa-Ansche Design+Build. 

Contact me at etaylor@sgcmail.com or 972.369.9212 



It was a difficult choice, 
and we hope you agree 
we made the right call. 
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Letters 


LEAD LEVELS 

I find it interesting that remodelers are getting 
the blame for lead poisoning (“Gray Area: Lead 
Paint and Freddie Gray,” June 2015J. Has anyone 
studied remodelers and their families and the 
effects on them? 

IVe been in the remodeling business for 35 years 
now and have specialized in vintage home addi- 
tions. I was awarded Preservationist of the Year 
by our local heritage association. Upon hearing 
about the lead rule, and knowing that I have been 
exposed to all things in old houses, and having re- 
modeled my own vintage home with the help of my 
pregnant wife and young daughter (and continuing 
to this day), I decided to get a lead test. 

My two daughters had low levels and mine was 
the highest, at 4pg/ dl. If you research lead, you 
will find it in many things including your drinking 
water, cosmetics, vitamins, antique furniture, 
toys, and jewelry. Many folk remedies contain 


lead. Also hobbies like pottery, stained glass, 
fishing, etc., [involve exposure to lead]. You can 
read reports of many food items containing lead, 
including rice, seafoods of all kinds, and lamb. 
Dole, Gerber, and Del Monte Foods were all sued 
for lead in their products. 

Blaming remodelers for lead poisoning and mak- 
ing us jump through hoops and complete mounds 
of paperwork to satisfy some political activists is 
the wrong approach. Let the consumer decide 
what’s best. Worst case, bring back the opt-out 
option and let choice and liberty prevail. 

Scott Foley ( via email) 

Foley Construction 
Fullerton, Calif. 

Recently I encountered a homeowner who, being 
an architect and city planner, wanted me to ig- 
nore the lead issue throughout his 19th-century 


MENTORING IN THE 
INDUSTRY 

I enjoy Professional Remodeler , but 
I’ve been fairly busy as of late and the 
magazines piled up. Finally last week 
I read some of my back copies. In the 
April 2015 editorial, Erika Taylor wrote 
about a lack of mentorship in the trades. 
I’m a licensed contractor and a union 
carpenter, formally from San Francisco, 
now semi-retired. All I have to say to 
your article is that it’s standard in all 
the union trades to have five years of 
apprenticeship to become a journey- 
man. It is also standard to give work 
assignments to pairs of workers. There 
is a lot to be learned from this method. 

I agree with the article that there is not 
enough mentoring in the unorganized 
trades, which leads to large turnover of 
workers. I’m not trying to sell unions 
to anyone, just want you not to ignore 
a large segment of the building trades 
where mentoring is ongoing. 

John Garibaldi (via email) 



SAW SAFETY 

I enjoyed Erika Taylor’s editorial about the Bosch 
table saw (“Marketing Saw Safety,” May 2015) . They 
have a great idea and the table saw is a great place 
to start, but I’d never buy one because I think that 
would give everyone a false sense of security. The 
one I saw at the JLC Live show was someone push- 
ing a hot dog into a saw blade and the blade stopping 
before any serious damage was done. I would like to 
see someone jamming something into the blade fast. 
That is how most amputations happen. I know this 
for a fact, as I’m missing two fingers from a router 
table. I was pushing a piece of wood into the router, 
the wood shot out, and my hand continued into the 
router bit. Ouch! (That’s not what I actually said.) 

Another point: If you get overconfident with the use 
of a table saw that has the brake, then you could have 
problems when you switch to a router or a band saw 


vacation home and just clean the accumulated 
lead dust from years of abraded trim, doors, 
sash, and jambs so he could rent to a family with 
young children. I was shocked by the lack of 
concern for his tenants as well as for what could 
be a lawsuit for him going forward. Instead, his 
concern was more for the lack of rental income 
than for that family’s health issues in the future. 

I left the job and now am suing for my out- 
standing balance. I could not continue to work 
for someone as unscrupulous as that. He holds 
me accountable for loss of his rental income be- 
cause I made them aware of the need to de-lead 
the entire interior before renting the property. 

I wish all contractors would stop and think: Is a 
quick buck really worth it? 

The answer is obvious: It’s never worth it, and 
those that go along and keep breaking the law 
and national building codes, SHAME ON YOU! 
Lou (viaProRemodeler.com) 


or chop saw thinking they’ll stop as well. 

I don’t agree with Taylor’s friends’ and their 
theory of “I’m a professional.” That’s a kiss of death. 
I’m a professional and always practiced safety, and 
taught safety to my employees. Accidents happen. 

I do believe this is a great place to start, but it will 
take years of research, testing, more research, and a 
few lawsuits against the manufacturer. 

Douglas J. Smith, MHBR #142 (via email) 
Housewright Construction Co. 

Lusby, Md. 


Read your article about the saw with interest. I 
always wanted to buy one but could not seem to 
afford it, even though I cut off the tip of my finger in 
a saw malfunction. ... My table saws were never near 
the cost of the safety saw. In retrospect, it was penny 
wise and pound foolish. 

Kerry Roberts (via email) 

Belle Vernon, Pa. 

We welcome your feedback. Send letters to 
etaylor@sgcmail.com. Please note that letters 
may be edited for length and clarity. 
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Tankless made simple 

Two high-efficiency models... Advanced and Standard. 



NPE-Advanced 


Exclusive Comfor Flo^ recirculation (with 
buffer tank & recirculating pump) and 0.97 EF. 


Advanced high efficiency condensing tankless water 
heaters for residential and commercial applications 
NPE-A’s have all the features shown above, plus the 
exclusive ComfortFlov/ technology with buffer tank 
and recirculation pump, which means no “cold water 
sandwiches' and fast hot water delivery. 


New N PE-Standard 

With the industry's highest rated 
efficiency of 0.99 EF. 

Standard Navien advantages — high 
efficiency condensing technology, durable 
stainless steel heat exchangers, convenient 
W gas connections and 2" PVC venting — for 
installations where internal pump and buffer 
tank are not required. 


Navien NPE’s are simple to install and easy to sell. 
To learn more visit www Navien com 


Now offering NPE Series webinars at 
www Navien com/webinars 



Complies with the 2014 National Lead Free Act. 
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BNavieN 

The Leader in Condensing Technology 


WE MAKE IT EASY TO GO TANKLESS 







Think twice. 
Reside once. 



Build Your Business and Your Reputation at the Same Time. 

Home exterior remodeling and residing projects often begin by focusing on windows, 
shingles, siding, and trim. But adding a DuPont™ Tyvek® weather barrier to the discussion 
can bring added value and higher profits to your job. Which means fewer callbacks for 
you and a more comfortable, energy-efficient home for your customers. 

It starts with simple protection. DuPont™ Tyvek® weather barriers resist water intrusion, 
but are also vapor permeable or breathable, so any moisture vapor in the wall can escape, 
minimizing the potential for wood damage and growth of mold behind new siding. 

And only DuPont™ Tyvek® offers the Reside it Right™ program for contractors, providing you 
with access to tools to help you successfully sell DuPont™ Tyvek® weatherization barriers 
as a part of all your residing or remodeling projects. 

The difference is DuPont™ Tyvek®. reside.tyvek.com 

Copyright © 2015 DuPont. All rights reserved. The DuPont Oval Logo, DuPont", Reside it Right” and Tyvek® are registered trademarks ortrademarks 
of E.l. du Pont de Nemours and Company or its affiliates. 
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As I See It 


BY SAL ALFANO, DIRECTOR OF CONTENT 


Working It 


I shouldn’t be writing this because I’m 
on vacation. For those of you who, like 
many small-business owners, are unfa- 
miliar with the concept, a vacation is com- 
monly understood to mean “an extended 
period of recreation.” Most people associate 
a vacation with travel, but a modern varia- 
tion — the “staycation” — suggests that liter- 
ally “vacating” is not the essential feature. 

It is not so much what you do, but what you 
avoid doing. And what you avoid is work. 

That’s harder to do than it used to be. 
Years ago, before notebook computers be- 
came commodities, you could literally leave 
work behind when you left the 
office because most critical work 
documents were stored on hard 
drives in a local desktop com- 
puter. That’s not a viable strategy 
anymore, even if you “forget” 
to take your notebook with you, 
because a lot of digital informa- 
tion is now stored in the cloud 
where it’s accessible no matter where we are 
or what computer we’re using. Convenient, 
but also oppressive. 

And then there are smartphones. While 
they are a boon to communications between 
office and field, and make subcontractors 
and suppliers available seven days a week, 
they are a scourge to those with workaholic 
tendencies because they make it impossible 
to fully “vacate” your business. 

The physical and mental health benefits 
of a vacation are well established. Whether 
it’s a period of recreation or just the abil- 
ity to engage in something other than our 
businesses, the time away from the regular 
work routine recharges our batteries so that 
we return with fresh ideas and a reinforced 
sense of commitment. 

But for a small-business owner, being able 


to take time off is a significant milestone. 

It marks the first step in the transition 
from a business that depends completely 
on its owner, to one that has begun to re- 
place the owner with systems and standard- 
ized practices that can be maintained by 
trusted employees. 

I learned this lesson the hard way after 
the recession of 1980, but before the ensu- 
ing boom. I threw my back out and missed 
about 10 days of work. At the time, my 
company was finishing up a custom home 
and had not yet started a couple of smaller 
remodeling projects. I spent those 10 days 


laying flat on my back, thinking about how 
dependent my company was on my being 
able to work. 

After that I began to disentangle myself 
from parts of the business that could be del- 
egated to capable employees. It didn’t hap- 
pen overnight and, yes, there was backslid- 
ing, but it simplified my workday and gave 
me more personal time. And the employees 
who took on new responsibility gained confi- 
dence and got better at their jobs. 

It shouldn’t take a crisis to precipitate this 
change. The sooner you start, the faster 
you will reap the benefits. (And, by the way, 
those benefits also accrue to employees who 
take vacations. Paid vacations.) 

So why am I writing this while on vaca- 
tion? Because I am a great procrastinator. 

And besides, it’s raining today. PR 



A good vacation is good 
business. If you can’t get 
away, you have a problem. 


Contact me at salfano@sgcmail.com or 202.603.4884 



Energy Savings 
and Added 
Value for Your 
Customers 

Energy efficiency isn’t a buzz 
phrase; it’s a priority for your 
customers. Did you know that air 
infiltration is responsible for up 
to 40% of a home’s energy loss? 

A typical 2,500-square-foot 
home has more than a half mile 
of cracks and crevices in the wall 
cavity, leaving it vulnerable to 
air infiltration. Wrapped around 
your home like a windbreaker 
over a sweater, DuPont™ Tyvek® 
weather barriers help keep 
inside air comfortable by keeping 
energy-robbing outside air 
where it belongs. 

See the difference for yourself. 



DuPont™ Tyvek® weather barrier enlarged. 

Its unique structure helps improve energy 
efficiency by keeping the air your customers spend 
a lot of money on to heat and cool, in the house. 


reside.tyvek.com 

Copyright © 2015 DuPont. All rights reserved. The DuPont Oval Logo, 
DuPont” and Tyvek® are registered trademarks ortrademarks of 
E.l. du Pont de Nemours and Company or its affiliates. 
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Think Business 


BY MARK RICHARDSON 


7 Tips for Finding Great Talent 


T here are many good remodeling 

companies, but only a small percentage 
become great. What makes the differ- 
ence typically has little to do with the quality of 
construction and everything to do with objec- 
tive factors, such as business acumen, as well 
as variables that are more difficult to define, 
such as leadership and company culture. 

One area where I really see a stark differ- 
ence between good and great companies is 
in the caliber of their employees. The higher 
percentage of “A” players in great companies is 
no accident; it’s the direct result of how those 
companies approach recruiting. In great com- 
panies, talent recruitment is less of a human- 
resources exercise and more of a sales and 
marketing initiative. 

Here are seven factors you should consider 
when developing your recruitment strategies. 

I Use data to set value. Treat the recruit- 
ment of employees the same way you treat 
generating leads for prospective clients. That 
means balancing subjective perceptions about 
employees — such as ‘They are loyal,” or ‘They 
are hardworking” — with facts and figures, 
such as the amount of profit they can pro- 
duce, the savings from avoiding mistakes, or 
the long-term benefit of delighting clients. In 
addition to analyzing all of the hidden costs of 
hiring (placing ads, interviewer time, onboard- 
ing, etc.) , it’s helpful to track retention rates as 
well as job-specific data — weekly or monthly 
gross profit per carpenter, for example. 

2 Make recruitment a priority. Until it is a 
top priority, you may be successful, but 
that success will be built on good luck. And 
when your luck runs out, if you don’t have 
the right people on your team, it will be hard 
to turn things around. If you understand that 
having great talent can reduce stress, create 
delighted clients, increase profits, and position 
your company for growth, then you will find 
a way to move talent acquisition to the top of 
your list. 


3 Be a hunter, not a farmer. Good compa- 
nies are like farmers who plant seeds and 
patiently wait for something to grow. Great 
companies are like hunters who put themselves 
in the right place at the right time, identify 
specific individuals, and actively pursue them. 

4 Treat recruiting as a sales and marketing 
project. Good 
employees are like 
prospective clients: 
they are out there, 
but you need a 
marketing strategy 
to attract them and 
a sales pitch to sell 
them the value 
you offer. Some 
great companies 
regularly conduct 
“discovery day” 
seminars to identify prospects, then roll that into 
individual interviews. Others use PR campaigns 
to attract people to fill specific positions. Still 
others enter contests, such as “the best places to 
work,” to draw attention to their company. Some 
talk up their desire to hire great people at net- 
working groups; others use blogs to post cool 
things their team and their business are doing. 
Use both high-tech and high-touch 
approaches. Great companies use digital 
marketing and social media to create dialogue 
with great talent, then build a “talent database” 
they can turn to as needed. But it’s important 
to temper technology with a personal approach. 
Start with just getting to know each other over 
coffee or a beer. Follow the conversation where 
it leads, and if you think there may be a fit, sug- 
gest another meeting. The point is to develop a 
rapport that leaves the door open. 

6 Tap your business partners. Alliances can 
be a great avenue for finding talent. As an 
example, if you call your top-five lumberyard 
contacts or reps and ask them each to give you 
one name of a salesperson or a carpenter, three 


out of five will come through. Subcontractors 
can also be a good source. Most know who 
the best carpenters or project managers or 
salespeople are, but they won’t know you are 
looking for employees unless you ask them. 
And don’t forget your clients. Many of them are 
businesspeople who can steer you to accoun- 
tants and administrative staff. 


In great companies, recruitment is 
less of an HR exercise and more 
of a sales and marketing initiative. 


Deputize your team. Another option is 
to put incentives in place that will encour- 
age members of your own team to join the 
search for talent. A tiered reward system can 
work well — for example, $100 for a meaningful 
interview, $250 if the referral is hired, and $500 
or more if the new hire stays for six months. 
However, incentives will work only if you first 
make sure your team understands the value 
that new recruits bring and the opportunities 
for growth that this creates; otherwise, they 
will see it as competition for their job. 

Success may not come as easily as you hope, 
and even good companies fall into the trap of 
concluding that great talent just isn’t available 
in the marketplace. Great companies know that 
talented people are all around them, redouble 
their efforts to find those people, and start 
the dialogue. Then as they say, “the real work 
begins after the sale.” Happy hunting. PR 


Mark Richardson, CR, is an author, columnist, 
and business growth strategist. He authored the 
best-selling book, How Fit is Your Business? as 
well as his latest book, Fit to Grow. He can be 
reached at mrichardson@mgrichardson.com or 
301.275.0208. 
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WE BUILD 


expertise 
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reputations 

confidence 


solutions 


success 


CONTRACTOR 

ALLIANCE 


JamesHardie 


Introducing the New 

James Hardie Contractor Alliance™ Program 

Align with the industry leader and we can help grow your presence in the community. 

Build on our unique marketing tools, lead generation support, and training on everything from 
in-home sales to installation. Strengthen your business with the #1 brand of siding to stand 
out from the competition. The more you connect with us, the deeper our commitment to you. 
James Hardie Contractor Alliance™ Program - our business is building yours. 

Start putting the program to work for you 


at HardieAlliance.com 


2015 James Hardie Building Products Inc. All rights reserved. AD1474 7/15 


JamesHardie 

Siding I Trim 
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The Business of Remodeling 


BY LES CUNNINGHAM 


The Cost of Landing the Job 


I f you’re a small remodeling sole proprietor 
you’re probably working a very long week 
and wondering where all your time goes. 

Time spent at the jobsite is fairly easy to account 
for, but that’s not the case for many of the other 
functions you perform for your business. 

Take generating work, for example. People talk 
about “ backlog” and “jobs in the pipeline” when 
referring to the amount of work that’s waiting to 
be produced. The metaphor works if you think 
about raw leads going in one end and contracted 
jobs coming out the other. The transformation 
seems to happen as if by magic, but in reality, 
three basic things happen in the pipeline: 

• You receive a “lead” — a request for service from 
a potential client — and decide to pursue it. 

• You estimate how much the project will cost to 
produce and calculate a selling price. 

• You present your proposal to the prospect who 
either accepts or rejects it. 

Let’s look a little closer at that process and apply 
some industry-standard numbers to determine 
how long, on average, it takes to complete each of 
the three stages. 

1. Develop the lead. On average, it takes 30 
minutes to handle a call from a prospect to your 
business number. You have to get the customer’s 
basic contact information, find out what kind of 
project they are interested in, determine their 
timeline for start and completion, and maybe even 
discuss price range. If your company isn’t the best 
fit, you have to explain why and refer the caller to 
someone else. 

If it’s the kind of work you like to do and it’s 
within the geographical limits of the territory 
you typically cover, a second set of lead-related 
activities kicks in, beginning with setting up an ap- 
pointment to visit the site. Travel to and from your 
business location averages one hour, and once at 
the site, there’s a lot to be done. You’ll listen to 
the homeowner explain what they want in greater 
detail, will ask questions, take pictures of the site, 
and write down or otherwise record information 


that will be essential to estimating the job. All of 
this could take several hours, but let’s say you ac- 
complish it all in just one hour. The total thus far 
to handle the lead is 2Vz hours. 

2. Prepare an estimate. Back in your office, 
you will likely spend one hour using the photos 
you took and your notes to create a sketch with 
all of the details you’ll need to create an estimate. 
The time it takes to estimate costs will vary 
depending on the scope of work and the methods 
you use, but the average for the industry is three 
hours. This is regardless of whether you estimate 
with unit prices or 
by counting sticks 
and bricks, and 
it also takes into 
account the need 
to make and follow 
up on calls to your 
suppliers and trade 
contractors. The 
total time for this 
phase is four hours. 

3. Present your 
proposal and sell 

the job. On average, it takes about 2Vz hours to 
prepare a proposal, meet with the homeowners, 
and reach a buy decision. Add an hour of travel 
time, and the total for this phase is hours. 

All told, the average total time expended in 
attempting to transform one lead into one sale 
is 10 hours. 




WHERE THE TIME GOES 

So, how much time will it take to generate 
$500,000 in sales? To find out, let’s start with 
close ratio — the number of sales divided by the 
number of leads. In the remodeling industry, 
the average is somewhere around 33 percent. 
Assuming an average job size of $10,000, some 
quick math ($500,000 t 0.33) tells us that you 
will have to estimate a bit more than $1.5 million 
worth of potential work to get $500,000 of actual 


work. That means looking at about 150 jobs 
to sell 50 of them, which at 10 hours each will 
require about 1,500 hours of your time. 

That amounts to nine months of spending 40 
hours each week doing nothing but handling 
leads, bids, and sales. Add that to the time you 
have to spend running the rest of the busi- 
ness — which, in addition to actually building out 
the project, includes scheduling subcontractors, 
paying the bills, and handling callbacks, to name 
a few — and it’s no wonder that you have to work 
such long hours when you are the only one in 
your company. 


The transformation of a lead 
into a paying job seems to 
happen as if by magic. The 
reality is that it takes a lot 
more work than you think. 


What’s the lesson here? First, it doesn’t matter 
what the industry-average numbers are, it matters 
what your numbers are. If you aren’t already keep- 
ing track of the kind of data I’ve used in the above 
example, now would be a good time to start. 

As for solving the problem of being overworked, 
knowing your numbers will help you see where 
you get maximum return for your time. But it’s 
a complex problem that has many possible solu- 
tions. I promise to address some of them in future 
columns. In the meantime, I would like to hear 
your thoughts and ideas about good solutions. PR 


Les Cunningham is the founder and CEO of Busi- 
ness Networks, a peer review network that groups 
noncompeting remodeling companies together 
to work on finding solutions to common business 
problems. les@businessnetworks. com 
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YOU BUILD THE DECK. 

Get connected at USPconnectors.com/Decks 
or call 1 - 800 - 328-5934 

At MiTek, we offer customers like you a complete line of code-approved, 
professionally engineered products. And our exclusive Gold Coat™ 
is a multi-layer system that protects the integrity of the structural connector 
by offering two layers of corrosion resistance. So when you finish the 
job, you’ll breathe easy knowing you built a deck the right way and 
with reliable products you can trust. It’s one more way we provide 
better technology for better building. 
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Building Science 


BY CARL SEVILLE 



So Many Energy-Efficiency Certification 
Programs, So Little Time 


G reen remodeling has been around for a 
while, with several options for confirm- 
ing or certifying a project The pro- 
grams that do this include national programs, 
such as the National Green Building Standard 
(NGBS) and LEED for Homes, and local and 
regional programs, including EarthCraft House 
in the Southeast, GreenStar in the Midwest, and 
GreenPoint in California, among many others. 

There are programs that primarily focus on 
energy efficiency, such as Home Performance 
with Energy Star (HPwES), while others, such 
as HERS (Home Energy Rating System) , pro- 
vide a miles-per-gallon-type report to show a 
home’s level of efficiency You can have before 
and after HERS ratings prepared to illustrate 
for clients the impact of their remodel on home 
energy efficiency 

When certifying a remodeling project, it’s im- 
portant to find the program that best suits your 
needs. First, make sure the program certifies 
the type of remodel you are doing. LEED for 
Homes only certifies complete gut renovations. 


NGBS certifies renovations of any scale, pro- 
vided they retain the foundation and at least one 
major structural element. NGBS also certifies 
small projects such as kitchens, bathrooms, and 
basements. Most local and regional programs 
certify typical remodeling and addition projects. 

You can search for local programs on the U.S. 


Green Building Council’s greenhomeguide.com 
website. You may consider working with an 
energy-efficiency program sponsored by a local 
utility, most of which offer rebates for homes 
that complete the certification process. The 
Database of State Incentives for Renewables & 
Efficiency has a searchable list of all programs 
offering rebates and tax incentives. 

Each program has specific mandatory require- 
ments, plus additional optional measures that 
you select from to meet certification. It’s impor- 
tant to review mandatory items to confirm that 
they are included in your scope of work. You’ll 
need to do a preliminary review of your project 
to make sure that it will meet all requirements 
before you start the job. Educating the construc- 
tion team on your program’s requirements is 
key to making it a successful project. 

Most programs require that a third-party 
verifier be used in the certification process to 
provide assurance for both the contractor and 
the homeowner that the work is being done 
properly. Each program defines this person 
slightly differently: NGBS uses verifiers; 
HPwES relies on HERS raters; the Building 
Performance Institute uses building analysts; 
LEED uses green raters; and local and regional 
programs turn to technical advisers, raters, or 
inspectors, each approved to provide certifica- 
tion by the individual programs. 

The third party inspects the project and veri- 


MAKING THE PROCESS EASY 

Like voting in Chicago, it’s best to work on your certification requirements early 

and often. Here are some tips for making the process easier. 

• Use the program’s checklist when preparing plans. 

• Include all documentation requirements in trade contractor and vendor specifications, and 
make their final payments contingent on providing that documentation. 

• Identify requirements that you, as the contractor, must provide, such as owner’s manuals, 
waste recycling documentation, and employee training. Don’t wait until the end of the proj- 
ect to collect your documentation since it’s too easy to forget about it, move on to the next 
job, and never finish certification. 

• Communicate regularly with your rater and confirm that you haven’t missed anything. 

• Ask the rater for advice if you’re having problems meeting any program requirements. He 
wants your project certified as much as you do and will do whatever he can to make sure 
you’re successful. 
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Building Science 


fies that all work is done according to program 
requirements. For remodeling jobs, this typi- 
cally means one inspection before renovation 
starts, often including blower-door and duct- 
leak testing; one inspection immediately before 
drywall is installed to check that insulation, air 
sealing, HVAC, and all other work is correct; 
and another inspection at completion to verify 
materials, appliances, HVAC, and plumbing, 
and to retest blower door and duct leakage. 
Successful completion of these inspections, 
along with providing necessary documentation 
and paying any required fees, completes the 
certification process. 

COST IMPLICATIONS 

Most green remodeling programs require that 
fees be paid to the certifying organization, as 
well as directly to the third-party inspector. 
NGBS charges $200 per house for National 
Association of Home Builders members, and 
$500 for non-members. Local program costs 
run from $150 to $450. Inspector fees vary by 
region and program, typically ranging from 
$500 to $2,000 per home. 

Increased construction costs vary, mostly 
based on upgrades to your standard procedures 
that may be required. Incorporating green 
principles from the start, meeting energy and 
building codes, following all manufacturer’s 
recommended instructions, careful material 
selection, and following high-quality construc- 
tion practices will get a project most or all of the 
way to certification. Trying to make a project 
“green” after the plan is complete makes the 
process more challenging and can increase 
costs. Involving your third-party consultant at 
the beginning of the design will help you go 
green more easily and minimize cost increases. 

Most programs require accurate HVAC load 
calculations, high-quality insulation and air 
sealing, properly installed weather barriers, and 
other common high-quality building practices. 

WHY CERTIFY? 

One of the best reasons to certify your remod- 
eling projects is the value that the third-party 


FIND OUT MORE ... 

Here’s a sampling of energy-efficiency 
certification programs and related 
resources. 


National Green Building Standard Green 
Home Remodeling Project Certification pro- 
vides practices for residential remodeling. A 
building can be awarded an Emerald, Gold, 
Silver, or Bronze certification depending on 
the extent of the green practices used. 
homeinnovation.com 


LEED, or Leadership in Energy & Environ- 
mental Design, is a certification program 
that covers new construction and major 
renovations. A point system leads to four 
levels of certification: Certified, Silver, Gold, 
and Platinum, usgbc.org/certification 


Energy Star is an Environmental Protection 
Agency program that certifies a variety of 
products as well as residential and commer- 
cial structures, energystar.gov 


The HERS rating is a numeric system for eval- 
uating a home’s efficiency. HERS is overseen 
by the Residential Energy Services Network 
(RESNET), an organization that works to help 
homeowners reduce energy consumption. 
hersindex.com 


The Building Performance Institute develops 
standards for energy-efficiency retrofit work. 
The organization provides certifications for 
individuals, contractors, and home energy 
rating systems, bpi.org 


Established by the Greater Atlanta Home 
Builders Association and Southface, an 
advocacy organization, EarthCraft is a green 
building certification program that serves the 
Southeastern U.S. earthcraft.org 


GreenStar, run by the GreenHome Institute, 
primarily serves the Midwest. 

greenhomeinstitute.org 


Build It Green is a California-based nonprofit 
with a mission to increase awareness and 
adoption of green building practices. The 
organization’s rating program is divided into 
new and existing homes, builditgreen.org/ 


An easy-to-use database of national and 
local green certification programs. 

greenhomeguide.com/programs 


The Database of State Incentives for Renew- 
ables & Efficiency is a searchable database 
of all programs offering rebates and tax 
incentives, dsireusa.org 


inspector brings to the process. Contractors 
are busy and can’t be experts in all aspects of a 
project. Pre-dr ywall inspections identify issues 
with insulation, air sealing, moisture manage- 
ment, and HVAC work that can cause problems 
and cost money down the road. An indepen- 
dent professional helps you get the best out of 
your trade contractors and can resolve disputes 
on work quality. 

Certifying your green remodeling projects 
is a great way to improve quality and sustain- 
ability in your work. After you’ve completed 
a few projects, you’ll have a deeper understand- 


ing of how buildings work. And because your 
buildings will perform better, your clients will 
be more satisfied, ultimately leading to more 
referrals, higher profits, and a better reputa- 
tion. PR 

Carl Seville is a consultant , educator ; and speak- 
er on sustainability for the residential construc- 
tion industry. His firm , SK 
Collaborative, consults on and 
provides green certification for 
single- and multi-family build- 
ings. skcollaborative.com 
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The 2016 Sprinter Crew Van 

Built to build your business. 


Starting At: 

* 39 , 170 * 

2500 Crew Van 144", Low Roof, 4-Cylinder 


With room for five, the 2016 Mercedes-Benz Sprinter Crew Van has room for everything and 
everyone-featuring Best-In-Class cargo room, payload, and interior standing height 1 as well 
as a 5'x8' load floor that offers abundant room for plywood, sheetrock, and other materials. 
The Sprinter’s standard turbo diesel engine delivers up to 18% 2 greater fuel efficiency, while 
standard Crosswind Assist 3 helps keep your vehicle on course in strong winds. To discover 
better ways to build your business, visit MBVans.com 


© 2015 Mercedes-Benz USA, LLC 

*Excludes all options, taxes, title, registration, transportation charge and dealer prep fee. 

1 Based on a comparison of the Automotive News classification of full-size commercial vans at time of print. 2 Fuel 
savings estimate of up to 18% according to FTP75 testing of engine OM651 (4-Cylinder) versus MY13 OM642 (V6). 
Individual mileage will vary, based on factors including vehicle load, driving style, road conditions and fuel quality. 

3 Crosswind Assist engages automatically when sensing dangerous wind gusts at highway speeds exceeding 50 mph. 
Performance is limited by wind severity and available traction, which snow, ice, and other conditions can affect. Always 
drive carefully, consistent with conditions. Feature not available on 3500 models. 

Options shown. Not all options available in the U.S. 
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The 2015 Design Awards open with our stunning Project of the Year. This deceptively simple 
kitchen remodel had to seamlessly integrate multiple updates and styles 


By Susan Bady, Senior Contributing Editor 



PROJECT OF THE YEAR 
2015 DESIGN AWARDS 



T he owners of this mid-century modern home in 
Johnston, Iowa, had been planning to remodel 
the kitchen for seven years, but that project 
took a back seat to multiple other renovations. When it 
was finally time to start on the kitchen, they recognized 
that it had to tie together all of the previous projects. 

A number of rooms adjacent to the kitchen were poorly 
connected either visually or functionally, and the clients 
wanted the new kitchen to incorporate these areas in a 
way that would facilitate entertaining and daily living for 
a family of five. 

“The original house was built in 1966 and had a 
strong modern aesthetic, which the clients wanted to 
respect while creating something more contemporary,” 
says Chaden Halfhill, owner of Silent Rivers Design + 
Build, in Clive, Iowa. “As walls were taken down or put 
up, views to and from the kitchen had to be considered 
from many different vantage points to make sure that 
the new space accomplished its goal of integrating the 
whole house.” 

Silent Rivers designer Tyson Leyendecker removed the 
walls around the original kitchen to visually better con- 
nect it to the rest of the main floor and draw more natu- 
ral light throughout the core of the home. Leyendecker 

opened the wall between 
the kitchen and an original 
playroom and created bar 
seating in its place. He 
also removed exterior walls 
to incorporate a screened 
porch into the conditioned 
living space. 

A 650-gallon saltwater 
aquarium was installed in 
the location of a former 
closet, adding a load of 
more than 6,000 pounds. 


Mixing new , naturally finished birch trim and cabinetry with birch trim and 
cabinetry that was finished as much as 48 years ago can be challenging, notes 
the remodeler. “ For this reason, we tried to avoid any connections between the 
two surfaces in the same plane and at times with the same profile,” says Chaden 
Halfhill of Silent Rivers Design + Build. “We also used dissimilar materials to 
create intersections and transitions to lock details together.” 



One of the new kitchen's unique features is a magnetic cabi- 
net surface near the sink that looks like birch cabinetry. 


“Because we added the structural framing needed to 
carry the new load during a previous project, none of 
the finished space below the aquarium was impacted,” 
Halfhill says. The aquarium is visible from any point in 
and around the kitchen. 

There was an existing loft in an adjacent playroom 
that is accessed by a ship’s ladder. As part of the 
remodel, the function of that playroom changed to 
include seating and a music area, and the ship’s lad- 
der was removed. “In its place we built a cantilevered, 
wall-mounted ladder out of natural birch and stainless 
steel and created a hatch opening in the loft floor so 
the children can still access the loft,” he says. “We also 
opened a window so the kids can look down into the 
kitchen from the loft.” 

There are as many as five different seating areas 
around the kitchen, plus the food prep area, creating 
options for congregating and socializing. 

The clients wanted to have a television somewhere in 
the space. Rather than mounting the TV on a wall with 
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(far left) A birch 
butcher-block bar top 
waterfalls over the edge 
of the quartz countertop. 

(above) Electrical 
outlets pop up out of the 
island countertop. 

(left) The remodeler 
kept the original window 
into a previous storage 
room to allow natural 
light to filter into the 
new laundry room. 


an articulating arm, Silent Rivers placed it in the island on a lift that 
can rotate 180 degrees in either direction. When not in use, the TV 
can be hidden away inside the island. 

In addition, the clients asked for a magnetic surface to display 
items. “By reusing their existing steel cabinets in the new walk- 
in pantry, we were able to accommodate their request,” Halfhill 


KEY PRODUCTS 


CABINETS: Blum; Silent Rivers 

HOME SYSTEMS & CONTROLS: 

Design + Build 

Control 4 

COUNTERTOPS: Cambria 

PAINTS & STAINS: Sherwin-Williams 

SINKS: Elkay 

WINDOWS & DOORS: Andersen 

FAUCETS: Grohe 

HOUSEWRAP: Tyvek 

KITCHEN APPLIANCES: Thermador 

INSULATION: Icynene 

FLOORING: Forbo (Marmoleum) 

LIGHTING FIXTURES: Tech Lighting 

SIDING: Millenium Tiles 


says. The company also reused the mixer cabinet from the original 
kitchen, after giving the door a new coat of paint. 

The stone ballasted roof was removed and replaced with a 
standing-seam metal roof, which lightened the roof load and 
eliminated the need for additional structural beams and columns. 
This allowed the ceiling plane to remain smooth and disguised the 
transition from new to old. 

By adding more windows and pushing walls out, Silent Rivers 
was able to improve views and connections to the exterior spaces 
around the house. “The clients are extremely happy with their kitch- 
en remodel,” Halfhill says. “They now spend more time together in 
and near the kitchen, and they entertain more frequently.” 

The judges were nearly as enthusiastic about the remodel as the 
clients. “Every so often you run across a project that is so mag- 
nificently detailed, so artfully engineered, so masterfully executed, 
that you are captivated by every facet of the work,” they said. “It 
manages to imbue incredible life in the simplest and cleanest of 
lines — a near impossible feat.” PR 
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SEASIDE SENSATION 

PROJECT GOALS: Built in 1868, Idlewild is a IV 2 story, mansard- 
roofed dwelling located in a New England seaside town. The resi- 
dence features a Tuscan-columned veranda and round-head dormer 
windows, as well as a guest house. The new owners wished to 
revitalize the home, preserving its historical character while updating 
it to meet the needs of their family, which includes two adult sons 
and a 13-year-old daughter. 



CHALLENGES: Since Idlewild is in a hurricane zone, tie-downs 
had to be incorporated. Spray-foam insulation was used to bring 
the house up to energy-code requirements. All loads were brought 
to concrete footings, and HVAC ductwork was hidden in columns 
and closets. 


A variety of textures such as hardwood, wainscoting, soap- 
stone, and marble help connect to the home’s past. Original 
materials were used whenever possible. For example, the front 
door, the center hallway staircase rail, the original fir flooring, 
and the exterior shutters were restored. 


SOLUTIONS: Davitt Design Build transformed the 3,996-square-foot 
home by removing interior walls to create larger open spaces. New 
kitchen areas facilitate food preparation and entertaining while a new 
outdoor kitchen expands entertaining space. 


WHAT THE JUDGES SAID: “Every detail was accounted for 
in the historical restoration. No corner went untouched. The 
level of difficulty for a project like this must have been enor- 
mous, but [the remodeling team] completely nailed it.” 
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This beauty is more than 
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NyloDeck’s inner strength makes it one of a kind. Made using 100 percent 
recycled carpet fiber, only NyloDeck combines the look of natural wood with twice the 
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Get to know the next-generation material that redefines beauty, strength and performance 
from the inside out. www.nylodeck.com. 


npcp r t Saddle Mountain 




NyloDeck* 

No Wood. NoPVC. No Worries. 


Find us on: 




DDB&aa HI Z 


Watch our video 
learn more. 


NyloBoard I Made in GA, USA I nyloboard.com I 877- NYLO-909 (877-695-6909) 




2015 DESIGN AWARDS I PLATINUM 


CROSS-GABLE CONNECTION 



CHALLENGES: Abandoned for seven years, the church was 
ravaged by neglect, water infiltration, and termites. The interior 
plaster was crumbling, the wood floors were unsalvageable, 
and there was lead paint, asbestos, and mold throughout. 

SOLUTIONS: Toxins were removed in accordance with state 
and federal regulations. The heavy timber sill plates and 
the bottom portions of the wood studs were then substantially 
reframed. 

An addition was built with a cruciform (crossed gable) plan 
that has transepts connecting the old to the new. 

At the cross gables of the addition, an 8-foot-diameter glass 
dome allows for natural daylighting into the center of the new 
design-studio space. 

The exterior fagade was finished with painted mahogany 
Dutch lap siding to replicate the original structure. Exposed 
portions of the foundation walls are covered with a natural 
stone veneer to match the original dry-set stone foundations. 


The roof is constructed of SIPs panels and covered by a gray composite 
slate, with copper flashings and snow guards. 

The casement-style windows are custom-designed aluminum-clad 
wood, with gothic-arch fixed grilles. The church is now an interior 
design studio. 


WHAT THE JUDGES SAID: “I was blown away by the tremendous 
undertaking of this exquisite remodel. Tasteful and artful design 
transforms the space into a powerful statement on line, texture, color, 
and rhythm.” 


mm 


COMMERCIAL REMODEL 

Homewood Properties, Clarksville, Md. 
Architect/interior designer: Lehman Associates 


- 
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WATERBORNE INTERIOR A L K Y tJ 

A FURNITURE-LIKE FINISH FOR 
CABINETS, DOORS &TRIM. 


Advance® offers the unique application and performance 
of traditional oil paint in a low-VOC, low-odor formula. 

It cures to outstanding smoothness and durability with 
minimal brush strokes, giving you the perfect finish for 
your cabinets, doors & trim. 
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• Outstanding coverage and hide 

• Low VOCs, even after tinting 

• Soap & water clean-up 

• Outstanding flow and leveling 

• Available in any color 


©2015 Benjamin Moore & Co. ADVANCE, Benjamin Moore and the triangle "M" symbol are registered trademarks, licensed to Benjamin Moore & Co. 
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OPEN INVITATION 


PROJECT GOALS: The view from this kitchen into the living room was obstructed by 
a large refrigerator and wall. The clients wanted to open up the space and create a 
modern, warm kitchen with more pantry storage and seating. 

CHALLENGES: The removed wall was load-bearing, so the beams had to be beefed 
up to support the new opening. Without a good stopping or starting point to fir it out, 
the solution had to live well in the space without shrinking the kitchen. 

SOLUTIONS: The answer was to encase the beam and posts with wood to create a 
modern architectural feature that would define the large opening to the kitchen and 
integrate it with the living area. 

The remodeler removed the wall between the kitchen and living room, making the 
kitchen island more functional for seating, storage and food preparation. A 2^-inch- 
thick walnut counter visually separates the food prep and seating areas. The walnut 
joins the floor with a waterfall edge that grounds the island and supports the rest of 
the counter. 

The existing desk area was replaced with larger pantry cabinets made of cherry to 
add a warm, embracing backdrop. The rest of the cabinets and the island are white 
to maintain balance and brightness. A dimensional tile in subtle, warm gray tones 
adds texture and interest. 

WHAT THE JUDGES SAID: “I’m amazed at how high this kitchen feels. From lay- 
out, material selection, and overall feel, this is an amazing job for the budget.” 



f 



KITCHEN $50,000 TO $100,000 


The Wiese Co., Sherborn, Mass. 
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NISSAN BUSINESS CERTIFIED DEALERS 

YOUR BUSINESS DRIVES YOUR LIFE. 

OUR VEHICLES DRIVE YOUR BUSINESS. 

We know that your business is more than just your work, which ts why you can trust our Business 
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is why we have 24-hour Roadside Assistance and complimentary shuttle service. Plus, we're 
proud to offer a 5-year, 100,000-mile {whichever occurs first), bumper-to-bumper limited 
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and federal and California emission performance and delect coverage {applicable coverage is provided under other separate warranties). The powertrain coverage is 5 years or 100.000 milea (whichever occurs lirst). Other 
genera exclusions, terms and conditions also a£>ply. For complete information concerning coverage, condilwns and exclusions, see your Nissan Oeaer and read the actual New Vehicle Limited Warranty booklet. $2015 
Nissan North America, Inc, 
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ALFRESCO ATTRACTION 

PROJECT GOALS: The clients wanted a series of outdoor spaces that could be used for 
everything from family gatherings to charity events. 

SOLUTIONS: Working around the existing centralized pool, the remodeler added a new 
outdoor kitchen with a custom stainless steel refrigerator and cabinets that completely 
seal when closed, so the kitchen can be kept fully stocked at all times. 

The existing pool cabana was renovated to create a comfortable sitting area with TV 
viewing beside the hot tub and pool, as well as a new bathroom, laundry room, and chang- 
ing area. The remodeler also created a new garden on the basement roof, utilizing green- 
roof techniques and decorative potting. 

Solid slabs of granite provide a countertop that can stand up to the environment. The 
same granite and stainless steel is used around the grill’s cooking area so that the 
home’s natural limestone won’t stain. 

A custom lower table creates a unique seating/serving area alongside the elevated 
counter, while a covered eating area next to the outdoor kitchen and adjacent to the main 
house allows natural light in with “solar cool” tinted glass. Cable lighting strung along the 
glass gives it an appealing nighttime ambiance. 

WHAT THE JUDGES SAID: “A great demonstration of extending indoor living to the 
outside. The warm blend of finishes really brings this outdoor space to life.” 

OUTDOOR LIVING 
OVER $100,000 







THE BOLD LOOK 

of KOHLER. 



THE NEW MODEL 

IN REMODELING 

0 FERGUSON 


Ferguson represents the finest bath, kitchen, 
and lighting brands in the world. 

With reliability that's always in style, Ferguson keeps your projects and 
your success right on track. Our product experts can show you the 
possibilities for your next remodeling project, so you can take pride in 
your work on every level. 



Shop online at the all-new 
FERGUSON.COM 
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WHOLE-HOUSE OVER $750,000 

Laughlin Homes & Restoration, Fredericksburg, Texas 


SALTBOX TRANSFORMATION 

PROJECT GOALS: To convert a cramped 1970s saltbox into an invit- 
ing space suitable for entertaining, while honoring the original building. 

SOLUTIONS: Additions were designed to blend with, rather than over- 
power, the surrounding historic neighborhood. The remodeled home 
sports a distinctive modern vernacular design. 

The raised, stone-clad pool offers additional seating for entertaining. 
Historically styled stone walls provide privacy and mute traffic noise, 
while creating a layering effect from the street that gives the home 
depth and interest. 

The gourmet kitchen was designed around locally acquired historical 
apothecary casework. 

The stairwell is flooded with natural light, giving it the feel of an 
outdoor space. A local blacksmith designed and forged cast iron 
and hand-wrought steel into a beautiful and functional railing. Dis- 
carded 1-by- 1-inch weathered oak slats were used for the interior 
pine wall siding. 

The master suite features a large walk-in closet, an elegant bath, 
and a sleeping area with a balcony that overlooks the spa and pool. 
The clients’ teenage daughters each have their own bedroom suites. 
The use of reclaimed materials includes handmade brick, the iron for 



the balcony railing, lumber, and lighting fixtures. A quirky, yet 
stylish, aesthetic played a key role. For example, the fixtures 
over the dining-room table are repurposed tornado sirens that 
were assembled on site. 

WHAT THE JUDGES SAID: “A spectacular example of adap- 
tive reuse from the amazing wall in the grand stair to the open- 
concept kitchen to the extension of living space to the exterior. 
Everything about this house says Old World charm, with modern 
living in mind.” 
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Unlimited Potential. 

ENDLESS OPPORTUNITIES. 

Windsor Windows & Doors provides solutions that allow architects and builders to match their vision to homeowners’ needs. 
We help create one-of-a-kind homes with thousands of product possibilities. Stunning colors. High-performance glass. Stylish 
hardware. It’s this mix of creativity and quality that inspires builders to use Windsor products. Now imagine what you can do. 

Get the tools to bring your next vision to life. 
Visit ImagineWithWindsor.com to download 
our FREE product overview guide. 
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WHOLE-HOUSE $300,000 TO $750,000 

Deslandes Contracting, St. Petersburg, Fla. 
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Architect: Roney Design Group 


BEGUILING BEACH HOME 

PROJECT GOALS: To completely remodel a 1973 Florida residence 
into a contemporary beach house. 

CHALLENGES: The home is located on a 50-by-175-foot-deep lot 
with front access on the main beach roadway. No street parking is 
available. The rear balcony was in need of structural repair due to 
settling and deflection. 

SOLUTIONS: The pitched roofs were eliminated and parapet 
walls introduced, along with large flat roof overhangs with indus- 
trial cable supports. Ipe horizontal siding, in conjunction with new 
sand-finish stucco and stainless steel hardware, was added to 
enhance the front and rear fagades. A motor court was developed 
with large, square concrete-pad pavers, separated by 6-inch strips 
of artificial turf. 

Numerous small wood columns supporting the rear balcony were 
replaced with three columns and a large beam. 

Landscape planters and an extensive patio drainage system were 
added, and the pool itself was completely renovated with a new 
heated spa and sun shelf. 



The home now has an open, functional floor plan that facilitates 
entertaining, with easy access to the pool deck and beach. 

WHAT THE JUDGES SAID: “The real attention to detail regarding 
the approach to the front door, and the flow through the home as 
well as the spectacular ending point of the back pool/patio area ... 
breathtaking!” 
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EVERETT & SOULE 






Join us as a Wellborn Authorized Contractor and experience a powerful 
relationship, helping you grow your business with the synergy of a 

manufacturer and a local Wellborn dealer in your area. . , 
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HIGH LIGHT 


PROJECT GOALS A total makeover of a tired, worn 1960s ranch that would 
redefine its spaces and appearance and take advantage of the backyard views 
and natural light. 

CHALLENGES: Old bushes obscured the front, where the most distinctive fea- 
tures were a prominent garage door and two false, over-framed gables. 

The roof over the living room was sagging, and the room itself was tight and 
isolated from the rest of the house. 

At one end of the home was a cheaply built sun porch that blocked the small 
family room from views. The kitchen was dark, dated, and closed off from the 
living and family rooms. 

SOLUTIONS: The failing section of the roof was cut away and a belvedere now 
floats above the main ridge. The old living room is now a great room distin- 
guished by the belvedere, which brings in daylight from all four sides. 




WHOLE-HOUSE UNDER $300,000 

Colorado Sunroom & Window, Denver 
Architect: Doug Walter, Godden |Sudik Architects 


The wall separating the kitchen and 
front entry was removed to give the home 
a contemporary, loft-like flow. Two south- 
facing skylights flood the new kitchen with 
daylight. Another wall was removed to cre- 
ate an open breakfast bar. 

A 12-foot sliding door opens to a new 
rear patio that overlooks a nearby lake. 

The sun porch and tiny family room were 
replaced by a master suite. 

WHAT THE JUDGES SAID: “Who would 
have thought this was an old, dated ranch 
home? By bringing more height into the 
living space, this once-tired ranch becomes 
a creative example of mid-century revival. 
The added exterior volume makes the home 
look more interesting while adding much- 
needed light to the interior.” 


PHILIP WEGENER 




MYSTERIES 
BELONG 
ON YOUR 
BOOKSHELF. 
NOT YOUR 
JOB SITE. 
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You don't have time to play detective. So if there are delays on your 


job site, your supplier better have answers. At Pella, we continually 
monitor orders and deliveries to help prevent surprises that can ruin 
your day. And your reputation. Case closed. 


Let us prove it. 

Pella.com/PR Q 877. 717.3552 
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RESIDENTIAL INTERIOR 
OVER $100,000 

Tierl Group, Leander, Texas 
Interior designer: Robin Bond Interiors 


BE OUR GUEST 

PROJECT GOALS: Create a more open living space for 
entertaining in a high-rise condominium with views of 
the Austin skyline. Use color to accentuate artwork 
and furnishings. Completely renovate the home’s 
3V2 bathrooms. 

SOLUTIONS: Tierl Group created a more cohesive flow 
by removing the dropped ceiling, walls, and elevated 
bar tops in the living area. They installed a custom-built 
kitchen island with one continuous level surface that 
increased the amount of food-preparation space and re- 
moved barriers to views. Glass-front cabinets and warm 
paint colors were used in the kitchen along with LED 
lighting in the ceiling and under and above the counters. 

The entertaining areas are defined by custom cabinets, 
a floating bar top, LED ceiling and undercounter lighting, 
an undercounter refrigerator and wine cooler, and an 
entertainment center with a large, flat-screen TV. 

Decorative lighting and suspended LED fixtures and 
sconces illuminate each room. New tile flooring was 
installed in the primary living areas. 



Bathtubs were converted to walk-in showers, and such features as 
floating cabinetry, towel warmers, vessel or drop-in sinks, and LED lighting 
were installed. New tile and paint give each bath a unique and inviting 
atmosphere. 

WHAT THE JUDGES SAID: “This condo was certainly past its prime. 
After some creative design and tasteful material selection, a fresh, inviting 
space was realized.” 
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TWIST TOURS 



Panasonic 



The New Definition of Simple 

Every bathroom remodel has its challenges. The last thing you need is a 
time-consuming ventilation fan installation. That’s why we created WhisperFit®EZ. 
Slash installation time by using existing duct work, thanks to the included 4” to 3” 
duct adapter. Its low profile 5 5 /s” depth, Flex-Z Fast™ bracket, and detachable 
installation adapter make it a cinch to install anywhere. 

Pick-A-Flow™ Speed Selector lets you customize airflow to 80 or 1 1 0 CFM with 
the flip of a switch. The optional SmartAction® Motion Sensor turns the fan on 
automatically when someone enters the room, helping eliminate damage-causing 
moisture while saving energy. Featuring powerful, quiet operation, this versatile 
workhorse complies with today's stringent green building codes and standards, 
including ASHRAE 62.2, LEED, ENERGY STAR® for Homes 3.0, IAP, CA Title 24, and 
WA Ventilation Code. 



For ventilation made EZ, visit us.panasonic.com/ventfans 


PARTNER OF THE YEAR 

Sustained Excellence 
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WONDER WALL 


PROJECT GOALS: Redesign and remodel a living room for clients who travel and 
entertain frequently. Their requirements included an integrated, 70-inch, flat-screen 
TV, a fireplace, built-in storage for at least 450 bottles of wine, and secondary seat- 
ing for four to six guests. 

CHALLENGES: The clients wanted to keep the existing firebox, which made the 
redesign of the fireplace wall a challenge, as it was off center. Also, the layout of the 
entry and the hall that leads to the bedrooms and garage felt awkward. 

SOLUTIONS: The remodeler created a fireplace feature wall that visitors see as 
soon as they enter the home. An arched doorway to the entry was added to give it a 
more formal look and widen the new wine room. 

Three depths of curves break up the monotony of straight lines in the room and 
soften the visual impact of the large fireplace wall. The long stone hearth grounds 
the wall and functions as secondary seating. The clients can enjoy mountain views 
from a larger curved area of the hearth near the window. 

The main curved wall is finished with a hand-troweled, five-layer American Clay 
plaster, with American Schist stacked stone below and Autumn Blend flagstone at 
the hearth. LED lighting subtly accents the wall and stone textures at night. 

The clients can store more than 800 bottles in their new wine room. 

WHAT THE JUDGES SAID: “This project is a great example of bringing an exist- 
ing space that is tired and outdated up to speed, while still allowing it to function 
the way it was intended — only better. The added wine room is not only functional for 
an avid wine lover, but also creates a cool focal point in the room.” 



RESIDENTIAL INTERIOR 
UNDER $100,000 



PINO TONN PHOTOGRAPHY (LIVING R00M)/J0HN WOODCOCK PHOTOGRAPHY (WINE ROOM) 





It s more than a new line of windows and doors. 
It s the start of a whole new home. 


Architects, builders and homeowners alike will appreciate all that the new Siteline® collection has to offer: Beauty, 
performance and affordability. Made with AuraLast® — The Wood That Does Not Rot, they’re guaranteed to resist 
water damage. Constructed with energy efficient LoE 3 ~366 glass, they’ll save on heating and cooling. And with a 
wide variety of styles and options, they’ll enhance the look of any home. The new Siteline® collection. Another reason 

Great Homes Start with JELD -WEN. 

For more information, please visitjeld-wen.com 

TELD WEN 

2015JELD-WEN, inc. All rights reserved. JwiNDOWS & DOORS 
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PERFECT MATCH 


PROJECT GOALS Significantly enlarge the kitchen of an 
80-year-old Dutch colonial, enabling the clients to entertain large 
numbers of guests. 


CHALLENGES: Connecting the addition to the gambrel-roofed, 
stone-and-stucco home. The ceilings all had to be maintained as 
well as the eaves line of the existing house. 

SOLUTIONS: Create a gallery addition across the rear, an- 
chored at one end by a new kitchen addition. The gallery flows 
gracefully out to a new bluestone terrace via French doors, while 
a coffered ceiling gives detail and rhythm to the fairly narrow gal- 
lery space. Existing windows and doors are now wider and open 
to the gallery. The stone repairs match the original house so well 
that they’re invisible. 



WHAT THE JUDGES SAID: “This is a skillful addition that 
masterfully combines the new with the old. The obvious detailed 
flourishes are tasteful and well executed, but it’s the integration 
of old and new that really makes this project sing.” 
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The vented BRUTE , container makes backbreaking work easy with innovations you (and your back) will appreciate* 





AMANDA FOX/CBI DESIGN PROFESSIONALS 
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FAMILY FRIENDLY 


PROJECT GOALS: As their family grew, the owners of this colonial 
revival cottage required more living space than their 70-year-old 
home could provide. 

CHALLENGES: The clients wanted to install custom inset cabi- 
nets, but the cost was a concern. The existing aluminum siding and 
trim concealed original millwork and shingles that, when exposed, 
proved to be in poor condition. 



SOLUTIONS: After researching several options, the clients found 
that it was just as cost-effective to use the local cabinetmaker. 
This also allowed for more precise detailing and the inclusion of 
unique features. 

The original siding and trim was either repaired or replaced, creat- 
ing a seamless exterior appearance. 

The kitchen was gutted, expanded, and opened up to a fam- 
ily room and nook area at the rear of the home. The family room 
opens to a screened porch that takes advantage of a previously 
unused side yard. 

The result is a classical farmhouse kitchen updated with modern 
features. The much-needed new rear entrance gives the family 
space for a laundry room and is now the primary entry point from 
the detached garage. 

WHAT THE JUDGES SAID: “This project has such charm. The 
kitchen layout is perfect, with great flow. The coffered ceiling adds 
huge impact to the room.” 


ADDITION UNDER $150,000 

Kramer Building Co., Troy, Mich. 
Architect: CBI Design Professionals 
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Don’t let moisture during construction turn your subfloor into a costly callback. Build strong with AdvanTech® flooring. 
It stands up to the elements, resisting the damaging effects of moisture to help deliver a quiet, stiff floor. 






Moisture Industry-Leading 

Resistance Warranty 


Strength 
& Stiffness 


Fastener 
Holding Power 


Structural Installation 

1 Rated Speed & Ease 



WATCH THE VIDEO NOW 

AdvanTech® flooring outperforms OSB and 
plywood after 30 days of outdoor exposure 

AdvanTechBuildStrong.com/proremodel38 


AdvanTech^ 


1 . Limitations and restrictions apply. Visit advantechperforms.com for details. 

© 2015 Huber Engineered Woods LLC. AdvanTech and FLAT OUT BEST are registered trademarks of Huber Engineered Woods LLC. Huber is a registered trademark of J.M. Huber Corporation. 
This product’s Environmental Product Declaration (EPD) has been certified by UL Environment. HUB 3303 09/15 
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KITCHEN OVER $100,000 

Biron Homes & Design, St. Charles, III. 
Architect: Charles Vincent George Architects 


2015 DESIGN AWARDS | GOLD 


PROJECT GOALS: Update a 1990s kitchen and rework the 
traffic pattern to accommodate large gatherings. 

CHALLENGES: The orchestration and installation of the 
cabinetry, millwork, and trim was the most difficult task. 

SOLUTIONS: The kerf detail that runs seamlessly around 
the entire island was carried through to the drawer and door 
fronts; TV/pantry cabinets; and banquette face. 

The pantry, broom closet, and two walls at the basement 
stairs were removed. The opening to the kitchen area was 
enlarged, and the doorway from the kitchen to the dining 
room was moved farther down the wall. 

To meet the client’s storage, TV, and seating require- 
ments, the remodeler wrapped continuous cabinetry from 
the dinette to the pantries and the interconnected walls. 

To facilitate large gatherings, there are two dishwashers, 
pull-out trash bins, two refrigerators, a warming drawer, and 


KITCHEN TRANSITION 


a run of base cabinets designed to store serving trays. 

Lighted, open, curved display shelves behind the banquette highlight the 
client’s china collection. 

WHAT THE JUDGES SAID: “I loved the material selections. The creative 
application of a banquette with the built-in storage behind [is] one of my 
favorite details of the space. I also love the way the warm floor plays off 
the beamed ceiling.” 
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ALL TREATED WOOD IS 


Stabilized Weather-Resistant Wood 
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STABILIZED TREATED 


Enhanced Dimensional Stability 
Reduces Complaints and Callbacks 

Keeps Wood Looking Better For Longer 

Built-in Wood Stabilizer 
Repels Water and Remains Stable 

Less Cracking, Checking and Warping 

Improves Bottom Line Profitability 
More Satisfied Customers and Referrals 
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Watch the performance of Ecolife Stabilized Wood vs. Ordinary Treated Wood 
When VATE E [ , that simulates RAIN is poured on samples 
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Viance Treated Wood Solutions 
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✓ Reduces CRACKING and 
CHECKING by up to 50% 

✓ Less corrosive to 
fasteners 

✓ Aluminum contact 
approved 
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BATHING BEAUTY 

PROJECT GOALS: The master bathroom of this mid-century modern home 
was beyond outdated for the clients’ needs. The goal was to create one, 
open area. 

CHALLENGES: The bath was extremely compartmentalized with closets in 
the vanity area and a tub, shower, and toilet in an adjacent, enclosed space. 

SOLUTIONS: To make the bath function and feel symmetrical, a whirlpool 
tub with a dramatic, waterfall tub filler was placed at the center of the space. 
The tub surface extends into the shower to create a bench. 

The clients favored a crisp, elegant, white look, though not pure white. Ca- 
lcutta marble was the perfect answer since the veining in the stone added 
visual interest. The glass-enclosed shower doesn’t have a threshold, which 
gives it a more modern feel, and the drain is hidden. The water closet is 
enclosed in frosted glass for privacy. 

Wall-mounted, his-and-hers vanities have an espresso finish topped with 
white Caesarstone, with an oversize counter edge detail. The glass door lead- 
ing into the bedroom slides open on barn-door hardware. Motorized window 
shades provide privacy when needed. 

WHAT THE JUDGES SAID: “Spacious and bright with impeccable crafts- 
manship and detail, such as the continuous grain up the tub skirt to the 
floating shower seat.” 
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MILGARD Tuscany® Series Vinyl Windows & Doors 


1 .800. MILGARD 
milgard.com/professionals 


©2015 Mtlgard Manufacturing. Inc. 
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STYLED IN STONE 


PROJECT GOALS: Update the bathroom of a 25-year-old 
colonial. The clients wanted a large walk-in shower with no 
threshold, better lighting, and more storage, allowing them to 
age in place. They also wanted the bath to have a bit of an 
outdoor feel. 

SOLUTIONS: Borrowing space from an adjacent closet, the 
remodeler enlarged the existing shower stall, building up and 
waterproofing the bathroom floor to make the shower level with 
the rest of the room. The bath was widened to enlarge the 
commode area, which now has a frosted-glass pocket door and 
built-in storage space. Incorporating stacked stone and river 
rock gave the room the desired outdoor ambience. 

Stacked stone covers the feature wall surrounding the free- 
standing tub and back wall of the toilet. Recessed and hanging 
shelves have low-voltage backlighting. A heavy, floor-to-ceiling 
glass panel open to the tub area on one side encloses the 
shower, which has upgraded fixtures. 

French doors, matched to the vanity, let in natural light. The 


vanity features a rare granite-slab countertop, vessel sinks, and a 
river-rock backsplash. Linear niches and pendant lights complete the 
contemporary look. 

WHAT THE JUDGES SAID: “Great use of different textures and a 
combination of colors.” 





ANTHONY DEPRIMO 



Maspeth, N.Y. 



PARTY PAD 


PROJECT GOALS: Convert the studio apartment on the second floor of the cli- 
ents’ duplex into a space for entertaining and guests. 

CHALLENGES: The cabinet manufacturer had to fly to the U.S. from Europe to 
take detailed, precise measurements of all walls, ceiling heights, and window 
and door openings to create the shop drawings. All millwork was custom-made in 
England, so there was no room for error. Another issue was that the neighbor living 
below complained of always hearing footsteps in the apartment. 

SOLUTIONS: The studio’s small kitchen was turned into a walk-in closet, while 
the main room remained the living room and the bedroom alcove became a library. 
The entire apartment was rewired with new electrical for outlets, wall sconces, a 
center chandelier, and recessed lighting. Each light location is controlled by its own 
dimmer for energy efficiency. A soundproof mat with two layers of plywood was in- 
stalled prior to the installation of the carpet to rectify the issue of sound transmis- 
sion to the apartment below. 

In the end, the two-tone wood combination of tiger birch and mahogany gives 
definition and shows the depth of layering. All fixtures are gold plated, from the 
chandelier to the recessed-light trim. Even the custom screw-less plate covers 
are gold. Custom millwork disguises the radiators; the front panels are removable 
for servicing. 

WHAT THE JUDGES SAID: “This is Old World style and quality work virtually 
never seen anymore. The materials — tiger birch and mahogany — are rich and opu- 
lent. The meticulous process — handcrafted in England and shipped pre-cut — dem- 
onstrates detail and precision of the highest degree.” 
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FINISHED BASEMENT 

AMEK Custom Builders, Bloomington, Minn 
Architect: Firm Two Architecture 




GAME ON 


PROJECT GOALS: The clients wanted an upscale “entertainment 
parlor” for watching movies, relaxing with friends, and gathering for 
family game night. 

CHALLENGES: The curved staircase and new stair landing 
posed challenges in balancing design aesthetics with local code 
requirements. Turning the landing so it faces into the main area 
rather than a back hall forced load-bearing portions to be moved 
and modified. 

The ceiling over the game area required extra skill. Carpenters 
and electricians had to cut holes for wiring through the 4-inch-thick 
fir beams as well as scribe the beams to the curved soffit. Each 
stair step was hand-crafted with custom-cut treads, and the under- 
side of each step individually drywalled. 


a walk-in shower are also part of the project. One special feature 
is a kid-size hideaway under the curved steps. Artwork is featured 
along the stair wall in small openings with recessed lighting. 

A home control system regulates room temperature, in-floor heat, 
accent lighting, and all electronics. All mechanicals were relocated 
in the curved walls and ceiling soffits. 


SOLUTIONS: The main area is divided into a stonework theater, a 
custom bar, and a gaming table. The game area was given its own 
personality with solid Douglas fir ceiling beams, stone wall pillars, 
and tile flooring. A fitness room, guest bedroom, and bathroom with 


WHAT THE JUDGES SAID: “A very clever design ... this is a 
great example of extending the living space to feel more like the 
‘lower level,’ not the negative stigma that sometimes comes with 
a basement.” 
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RESTORED TO GLORY 


PROJECT GOALS: Execute a historically accurate restoration of the 
former Lansing Depot for the Grand Trunk Railroad REO Town stop. 
Remodel the interior as a corporate meeting place for the Lansing 
Board of Water & Light. 



CHALLENGES: The Tudor Revival masonry building had been 
extensively remodeled and many historical features destroyed or 
covered. The last occupant, a restaurant, left a leaking roof and 
broken windows. Water damage had created a structurally deficient 
floor system that needed to be replaced. 

SOLUTION: The interior was restored based on old photos, and a 
new, but authentic, tile roof was installed. Exterior brick and stone 
work was repaired and restored, and new replica windows were put 
in place. Updated technology, power, HVAC, and plumbing systems 
were installed. In addition, many energy-saving and sustainable de- 
sign features were incorporated including LED lighting, Energy Star 
HVAC equipment, new insulation, and recycled tile and carpet. 

WHAT THE JUDGES SAID: “There is nothing quite like see- 
ing a structure brought back to life and, in this case, surpassing 
its former glory. To look at the before photos — crumbling mortar, 
plaster-caked brick, deteriorating wood — one gets a true sense of 
the magnitude of this remarkable restoration.” 


HISTORIC RENOVATION 
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JOIN US FOR THE 3RD ANNUAL 
EXTREME SALES SUMMIT 

Hard work is made easier with the proper tools and 
strategies — and that's exactly what you'll take home 
after attending the 3rd Annual Extreme Sales Summit on 
October 28-30, in Rosemont, IL. 

ESS is the ONLY sales-focused event for home improvement 
professionals. The Extreme Sales Summit annually draws 
more than 300 attendees to network, and learn from the 
most industry-relevant, sales-focused experts gathered in 
one venue. You will take home new ideas to Supercharge 
your sales organization. 

Who should attend? All home improvement presidents, 
business owners, sales managers and sales professionals 
who desire to increase sales and profits. Does this describe 
you? This is YOUR event! 


NEW IN 2015 

Wednesday, October 28 kick-off: 

1 :00 p.m. Extreme Sales Summit: K&B Edition 

A day designed especially for K&B professionals 

6:00 p.rn. Extreme Casino Night 

Everyone is a Winner! Food! Beverages! Games! Prizes' 

VENUE 

LOEW'S CHICAGO O'HARE HOTEL 
5300 N. River Road | Rosemont, IL 60018 
847.544,5300 | www.loewshotels.com/chicago-o'hare 

Located only five minutes from Chicago O'Hare and 1 4 miles from 
downtown Chicago, this contemporary, leading-edge hotel brings 
a dash of downtown energy to the Chicago suburbs with its lobby 
artwork gallery, Montrose Room live music and comedy dub, and 
upscale dining at McCormick & Schmick's and The Capital Grille 
restaurants. 24-hour complimentary airport shuttle service is available. 


The Extreme Sales Summit is brought to you by 
Professional Remodeler magazine, the industry's leading 
publication, and EBA PRIME, the leading peer council for 
the country's top remodelers. 



REGISTER NOW! 

View the complete agenda and register at 

www.extremesalessummit.com 



/*\ 

Attend the ONLY conference devoted entirely to in-home selling. 
Register now at WWW.EXTREMESALESSUMMIT.COM 


SUPERCHARGED SUMMIT SPEAKERS SUMMIT SPONSORS 



Top row, left to right: 

RODNEY WEBB 

Author, Publisher, 

Home Improvement Sales Trainer 

Practice Like You Play ; 

Become a Homatologist 

BRIAN SMITH 

Consultant/Senior Account 
Executive, Dave Yoho Associates 

Open Your Mind to Close More Sales 
TONY HOTY 

Industry Consultant/Trainer 

Trust-Based Selling; Supercharging 
Sales From Home Shows and Events 

NANCY FRIEDMAN 

Founder/President, Telephone 
Doctor Customer Service Training 

The Five Musts of Selling to Women; 
The Golden Nuggets of Selling 



Bottom row, left to right: 

MARK RICHARDSON, CR 

Author, Fellow at Harvard University's 
Joint Center for Housing Studies 

Visual Selling; Controlling the Sale 

PRESTON SWINCHER 

Professional Presenter/Trainer 

Selling to Multiple Generations 

DAVE MATTSON 

Author, Chief Executive Officer/ 
President, Sandler Training 

High-Performance Selling 

JOAQUIN ERAZO 

Founder, The Marketing Wing, LLC 

From Monologue to Dialogue: 

Selling Social Engagement 



JamesHardie 
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Panasonic 

VENTILATION 


SUNRISE 

WINDOWS & POORS 

The Difference is ChorL 


Whirlpool * 0 ? 
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improwit 360 


MarketSharp 

Contractor CRM Solufions 


SPONSORSHIP 

OPPORTUNITIES: 

Contact Tony Mancini at 
tmancini@sgcmail.com; 484.41 2.8686 


NEED MORE INFORMATION? 

Contact Harry Urban at 
hurban@sgcmail.com; 847.954.7928. 




REJUVENATED TUDOR 

PROJECT GOALS: The owners wanted to upgrade the fagade, yet keep the Old 
World charm and whimsical style of this 1929 Tudor. The home had no porch or 
overhang at the front entry, and it lacked a large receiving area. 

CHALLENGES: The home’s footprint was narrow at the front elevation and was 
built into a hill, preventing passersby from appreciating the size of the property. 

SOLUTIONS: Wing walls were added to widen the exterior fagade to the lot lines, 
and a bluestone courtyard with masonry walls was incorporated off the front entry. 
An automated gate, wrapped in mahogany, was added at the driveway, and a similar 
swing gate was added at the stone wall leading to the side yard. Custom faux cop- 
per patina light fixtures, which match the copper gutters, were fabricated for the 
stone wing walls and the side gate. 

A porch with a bluestone floor and steps was built with a balcony above. The 
upper and lower ceilings are fir beadboard with cedar box beams, embellished with 
decorative custom metal brackets. 

The 3-foot opening leading to the front-hall foyer was opened up to seven-plus 
feet. A new archway follows the existing plastered ceiling — also arched — making 
the porch look as if it had always been there. 

WHAT THE JUDGES SAID: “The execution [of] making the house feel [grander], 
yet [choosing] appropriate materials and geometry, really made me feel like this 
was a special way to enter the home. The flared retaining walls at either side ... 
help make it feel larger than it is.” 


Biron Homes & Design, St. Charles, III. 
Architect: Charles Vincent George 
Architects 
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2015 DESIGN AWARDS I GOLD 


CARRIAGE TRADE 


PROJECT GOALS: Build a separate carriage house to protect 
vehicles from harsh New England winters. 

CHALLENGES: The ideal spot for the carriage house was along 
the edge of the existing driveway, which slopes up while the side 
yard slopes down. The remodeler had to build into the side of a hill. 
Given the wetlands setbacks, the location of the well, and the exist- 
ing sports court, the structure had to be compact, which meant a 
single garage door and front-to-back parking for two vehicles. It also 



had to meet building codes regarding the storage of vehicles on a 
non-combustible surface, and the new structure had to fit in with 
the main house. 

SOLUTIONS: To add a third parking spot, a bay was created under- 
neath the main floor with access from the side. The front foundation 
wall was dug 4 feet deep to minimize the over-dig. The foundation 
was stepped down to accommodate the side walls and stepped 
down again so that it is 4 feet below the lower-bay garage door. A 
slot was poured for a set of stairs from the upper to the lower level. 
The wood-floor framing upstairs was dropped and a fiberglass-rein- 
forced thin slab poured to serve as a ceiling for the lower bay. 

Board-and-batten siding painted the same color as the house 
provides both connection and separation. Strong vertical shadow 
lines give the building some rustic stature and complement the 
stone veneer on the front wall. The gable roof is adorned with two 
dormers that match the main house and a cupola that adheres to 
the ridgeline ratio. Concrete pavers create an undulating apron that 
meets the sloped driveway and the level garage slab. 

WHAT THE JUDGES SAID: “Adding a structure of this size with- 
out it becoming an overbearing element on the site is no easy feat. 
This project is incredibly tasteful and well executed. The complexity 
is expertly hidden.” 










COMMERCIAL REMODEL 

Denco Dental Construction, Tempe, Ariz. 
Architect: Line Werks Architecture 


DYNAMIC DENTISTRY 

PROJECT GOALS: Convert a 10,000-square-foot clothing/apparel store into 
an 8,000-square-foot pediatric dental office and a 2,000-square-foot prosth- 
odontics office. The husband-and-wife clients wanted to share a common 
panoramic X-ray area, employee break room, and business offices. 

CHALLENGES: There were strict limitations on working hours due to ten- 
ants living above the space that was being remodeled. Street deliveries 
were also limited to between 7 and 9 a.m. due to access issues. Because 
the plans were created by an architectural and design team in Mexico, they 
had metric measurements and building codes that had to be converted to 
local requirements. 

SOLUTIONS: The pediatric part of the suite was given an “outer space” 
theme with specialty design elements created and installed by a large Cana- 
dian company. 

Thanks to the retrofit, the clients were able to stay in the same part of 
town while enlarging their office space. They also expanded their client base 
by creating a fun-filled, interactive children’s dental office. 

WHAT THE JUDGES SAID: “One of the most unique designs [we’ve] ever 
seen. Conceptually, it’s amazing, and the execution is even better.” 


Interior designer: Norma Rodriguez Ruesga 
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2015 DESIGN AWARDS I WINNER LIST 


CONGRATULATIONS! 

Professional Remodeler would 
also like to recognize the Silver 
and Bronze winners for their 
achievements in design 


SILVER 

WHOLE-HOUSE OVER $750,000 

CBI Design Professionals, Bloomfield Hills, Mich. 

RESIDENTIAL INTERIOR OVER $100,000 
Lester Development, Aspen, Colo. 

KITCHEN OVER $100,000 
Platt Builders, Groton, Mass. 

BATHROOM OVER $60,000 

Alure Home Improvements, East Meadow, N.Y. 

BATHROOM $30,000 TO $60,000 
J.S. Brown & Co., Columbus, Ohio 

BATHROOM UNDER $30,000 

Finished Basement Co., St. Louis Park, Minn. 

RESIDENTIAL SPECIALTY 
Mike Schaap Builders, Holland, Mich. 

FINISHED BASEMENT 

Creative Design Construction, Northvale, N.J. 

HISTORIC RENOVATION 

Allen Construction, Santa Barbara, Calif. 

OUTDOOR LIVING OVER $100,000 
Company: Corinthian Fine Homes, Indianapolis 

EXTERIOR 

Marrokal Design & Remodeling, San Diego 

DETACHED OUTBUILDING 
Kohlmark Group, Burke, Va. 

COMMERCIAL REMODEL 

PURE Design Environments, Bloomington, Minn. 


BRONZE 

WHOLE-HOUSE OVER $750,000 
Wydeven Architects, Milwaukee 

WHOLE-HOUSE $300,000 TO $750,000 
Cape Associates, Eastham, Mass. 

RESIDENTIAL INTERIOR OVER $100,000 
European Cabinets & Design Studios, Palo Alto, Calif. 

RESIDENTIAL INTERIOR UNDER $100,000 
Platt Builders, Groton, Mass. 

ADDITION OVER $150,000 
Marrokal Design & Remodeling, San Diego 

KITCHEN OVER $100,000 

Silent Rivers Design + Build, Clive, Iowa 

KITCHEN $50,000 TO $100,000 
Marrokal Design & Remodeling, San Diego 

BATHROOM $30,000 TO $60,000 

Michael Nash Design Build & Homes, Fairfax, Va. 

BATHROOM UNDER $30,000 
TriplePoint Design Build, St. Petersburg, Fla. 

FINISHED BASEMENT 
Normandy Remodeling, Hinsdale, III. 

HISTORIC RENOVATION 
Meadowlark Builders, Ann Arbor, Mich. 

OUTDOOR LIVING OVER $100,000 
T.R. Builder, Newport News, Va. 

OUTDOOR LIVING UNDER $100,000 
Hinman Construction, Ballston Spa, N.Y. 

EXTERIOR 

Marrokal Design & Remodeling, San Diego 
DETACHED OUTBUILDING 

Arcadia Custom Homes & Renovations, Charlotte, N.C. 

COMMERCIAL REMODEL 

Allen Construction, Santa Barbara, Calif. 

INSURANCE RESTORATION 

LaMantia Design & Construction, Brookfield, III. 
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KITCHEN & BATH 


’80S FLASHBACK 


Though The Breakfast Club and Footloose are long gone, this bathroom remained 


By Doug Walter, AIA 


W hat was it that made us designers 
(including myself) so crazy about 
big whirlpool tubs in the 1980s and 
well into the ’90s? Was it Julia Roberts’ bubble 
bath scene in Pretty Woman ? The image of Al 
Pacino in Scarface in his gigantic bubble bath? 
Or perhaps the cheesy ads from the ’70s and 
’80s for honeymoon resorts with those red, 
heart-shaped tubs. Maybe they fed a fantasy 
and created demand for the massive whirl- 
pools with acres of tile deck around them that 
dominated the “luxury” bathrooms of 20 or 30 
years ago. 

Luckily, those relics of a bygone era are now 
being rethought, like this one, built in 1992 
in a Denver suburb. The tub and deck ate up 
most the room, while the shower, with its ’80s 
brass trim, was squeezed into a small corner. 
The shared vanity was pushed to another side, 
where the homeowners fought for control of the 
counter space between their two sinks. Light- 
ing consisted of a brass Hollywood lightbar 
over the mirror and two giant cans spotlighting 
the tub. 
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Another deficiency was that the bathroom was open to the 
master bedroom and the view consisted of a messy vanity. In 
the bedroom, a three-sided fireplace was meant to be the focal 
point, but it was off to the side of the bed, as was the television. 

My associate Don Gibson and I tried several floor-plan options 
before hitting on this one. We closed off the bathroom from 
the bedroom, repositioned a new gas fireplace, and moved the 
access point to a door in the corner where the shower used 


to be. This last decision opened up a large corner for a luxury 
megashower, with his and hers controls and heads. There’s also 
a bench for shaving or sitting. The tile floor has an electric heat 
mat beneath, on a timer control. This year, Denver had a cold, 
wet spring, so the homeowners used that feature well into May. 

One aspect of the design that the clients particularly like is 
the south-facing skylight. We offered the option of a moveable 
shade, but they declined, not minding the “hot spots” that the 
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DESIGN: Doug Walter, AIA, and Godden/Sudik Architects, 
Centennial, Colo. 

INTERIORS: Kevin Dunn, Elements for Design, Denver 

REMODELER: Chris Beasley, Aspen Builders, Highlands Ranch, Colo. 

TUB: Victoria + Albert 

TUB & SHOWERS FAUCETS: Brizo 

SINK: Kohler Ladena Collection 

SINK FAUCETS: Hansgrohe 

COUNTERTOPS: Cambria “Minera” Jewel collection 

CABINETS: Design-Craft 

FLOOR TILE: Rex “Taiga” 

WALL TILE: Mandala “Brio Piel” Sharkskin color #1138 



More than 30 years of experience in 


>arn industry. 


Versi-Foam 

systems 


Low-Pressure 
Spray Foam 
Insulation 
Kits 


• MADE IN USA 


RHH Foam Systems. Inc. 

Phone 800-657-0702 
Email' sales@rhhfoamsystems.com 
Web www.rhhfoamsystems.com 


circle 775 


clear glass skylight throws on the 
bath below. 

Finally, the new Victoria + Albert 
tub sits under the corner win- 
dows, with an elegant Brizo faucet 
and hand shower standing behind 
like a piece of jewelry. The elimi- 
nation of the tub deck allows the 
floor to flow under and around the 
tub, incorporating it more into the 
room — it’s a feature that is both 
retro and modern. 

Lighting was redone, with frosted 
2700K LED sconces mounted 
on the mirrors to either side of 
the user’s face. In addition, two 
high-intensity LED downlights now 
sit above the shower, plus one sur- 
face LED fixture by the closet door. 

All fixtures have their own dim- 
mer switches for precise control. 

In total, for this small room, 
there are five lighting circuits with 
dimmers, but the owner reports, 
“Most of the time we don’t even 
turn on the lights during the day 
since the skylight is enough.” PR 
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IMPROVE YOUR PROFITABILITY BY THE END OF 2015! 


Home Improvement hip 

2015 


SUMMIT 

PRESENTED BY DAVE YOHO ASSOCIATES 


SEPT 30- OCT 1 


OJJ£&j!U 


When? 

September 30th & October 1 st, 201 5 

Where? 

Holiday Inn Chicago - Mart Plaza (Chicago, IL) 


ADVANCED SELLING SKILLS 

October 1,2015 (1:00PM -5:00PM) 

"Open Your Mind to Close More Sales" 

• How to increase your sales without generating more leads. 

• The 7 steps and 3 options to dosing. 

• Proven methods to significantly increase dosing ratios. 

• Selling your price and getting the order without price cutting or pressure. 

• Mow to handle the Big 3" sales objections. 

Bring Your Salespeople 


WHY ATTEND? 

The 2015 Home Improvement Profitability Summit is unlike other similar programs in that it 
features speakers and trainers that actually sell in the home, canvass and work in the call center 
at events with the most successful companies in your industry. Don't be fooled by "experts" 
that have never done what you do. 

YOU WILL LEARN 

• The necessary methods to attract more and better sales reps. 

• How to recover lost leads and lost sales with the latest rehash methods. 

• The keys to asset recovery through database marketing. 

• How to run more profitable shows and events. 

• The legal pitfalls to prepare yourself for in 2016. 

• How to cycle leads to obtain quicker and higher contact and set rates without offending prospects. 

• The secrets of nurturing nebulous leads. 

• Why mobile marketing has the potential to substantially increase your revenue. 

• Invaluable tools for analyzing the most complex financial statements in your business. 

• And much more! 


FEATURED 

PRESENTERS: 
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Yoho 
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LIMITED SEATING -Enroll Today! 


D.S. 

BERENSON 


* Scan this barcode 
with youi phone 


Call Our Office 

703.591.2490 


Visit Our Webslte # 

www.HIPsummit.com 








WORK VEHICLES 



Big changes over the past decade have resulted in more van styles 
and more options for tradesmen 


By Mike Morris 


T he traditional go-to option for toting tools, materials, and 
people to and from the jobsite is cargo vans, but those 
familiar boxy haul-it-allers seemed like an endangered spe- 
cies until recently. That’s because a major shift in the light-truck 
market within the past decade at first eliminated some van models, 
then added others sourced from overseas. Ultimately, these chang- 
es created all-new cargo and upfit-worthy trade vehicle categories. 

Today remodelers have an almost unlimited range of work 
vehicles to choose from, and vans are again leading contenders. 
Better still, today’s new vans come in a full spectrum of sizes that 
range from compact to “mini step-van” capacity. 

A Competitive Realignment 

It used to be that if you wanted a van for your business you mainly 
shopped among similar wheeled boxes from Ford, GM, or Chrysler. 


Now that list often begins with what many U.S. tradesmen once 
thought an unlikely contender: Mercedes-Benz. It was the brief 
Mercedes/Chrysler merger that killed off the original Ram Vans and 
brought the Sprinter to the U.S. The Sprinter was a game changer — 
a significantly larger standing-headroom van that really got today’s 
cargo-van market rolling. 

Mercedes-Benz. Vans from Mercedes are again in the news, but 
this time because of the introduction of a more conventional-size 
van called the Metris (opposite page, bottom). Due to roll out in 
October in both cargo and passenger trim aimed at commercial 
markets, the Metris is described as “right sized” for U.S. buy- 
ers. Equipped with a 4-cylinder gas engine (208 hp with 258 Ib-ft 
of torque), this stylish hauler has a maximum payload of 2,502 
pounds, optional power sliding doors on one or both sides, and a 
choice of liftgate or 270-degree-opening rear doors. With a starting 
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The full-size ProMaster (right) is available with a V-6 gas or 4-cyclinder 
EchoDiesel engine , two roof heights, and three wheelbases (up to 159 
inches), and in cargo, chassis cab, and cutaway versions. The compact 
Ram ProMaster City (opposite) has a cargo area that is 87.2 inches long, 
48.4 inches wide (between wheel wells), and 51.8 inches high; maximum 
payload is 1,883 pounds. The near-vertical sidewalls accommodate inte- 
rior upfits, such as shelves or work surfaces. 


price of less than $29,000, the Metris even offers some high-tech 
features found in the automaker’s other vehicles, including “at- 
tention assist” to alert drowsy drivers and optional “lane-keeping 
assist” to prevent inadvertent vehicle wandering on the highway. 

Full-size Mercedes-Benz Sprinter vans are still readily available for 
buyers seeking a higher-capacity cargo vehicle. High-roof models offer 
78.2 inches of interior headroom, and Sprinters come in 144- and 
170-inch wheelbase versions that have up to 530 cubic feet of cargo 
volume and a 5,508-pound payload. A 4-cylinder, dual-stage turbo 
diesel engine is standard, with a 6-cylinder, 188 hp diesel as an 
option. (Note that Sprinter and Metris information is available only at 
mbsprinterusa.com and not on the main Mercedes-Benz website.) 

Fiat Chrysler. Fiat’s acquisition of Mercedes’ former partner, 
Chrysler, has resulted in even more cargo van choices here in the 
U.S. Ram vans (ramtrucks.com) now include a super-size ProMaster 
to compete in the “Sprinter category,” and a compact ProMaster 
City to rival Ford’s Transit Connect. Both are Americanized versions I 

V) 

of the Ducato (full-size) and Doblo (compact) Fiat-designed-and-built s 

o 

vans that have long been popular in European light-commercial | 
markets. Ram, after reviving its “standard” cargo van after a nearly g 
three-year hiatus, has discontinued this model for 2016. 

Introduced in 2014, the larger ProMaster (top photo) initially 
offered a 3.6-liter, 24-valve V-6 gas engine (280 hp, 260 Ib-ft of 
torque), to which a 3.0-liter, 4-cylinder EcoDiesel engine (174 hp, 

295 Ib-ft of torque) has been added. This van is available in two 
roof heights and three wheelbases up to 159 inches, and in cargo, 
chassis cab, and cutaway versions, plus a commercial passenger- 
van model. 

The Ram ProMaster City (opposite), new for 2015, is another entry 
in a new compact-van category that includes Ford’s Transit Connect 
and the Nissan NV200. Like the Ford model, ProMaster City is built in 
Turkey and shipped to the U.S. for upfitting to buyer specifications. It 
is available in cargo or full-window “wagon” versions for commercial 
use with a 2.4-liter gas engine (178 hp, 174 Ib-ft of torque), 131.7 
cubic feet of cargo space, and a payload capacity of 1,883 pounds. 

Ford. Originally built for the European market, Ford’s Transit 


The new Metris from Mercedes has a 4-cylinder gas engine, a 7-speed 
automatic transmission, and rear-wheel drive. The maximum payload 
is 2,502 pounds and towing capacity is 4,960 pounds. Cargo width 
is 66.3 inches (50 inches between the wheels); cargo length is 111.5 
inches (105.4 inches with partition) . 

Connect (ford.com) rolled out in the U.S. in 2009, marking another 
departure from the van category’s standard shapes and sizes. This 
compact car-like van offers a smaller cargo platform (from 77 to 
128 cubic feet, depending on configuration), but delivers better fuel 
economy (25 mpg city/highway combined) than larger vans and is 
easier to maneuver in tight city streets. 

The Transit Connect (top) is available in short or long wheelbase 
versions that can handle up to 1,620 pounds of payload. A 2.5-liter, 
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The front-wheel drive Ford Transit Connect has a maximum payload is 
1,620 pounds and a towing capacity of up to 2,000 pounds. The man- 
ueverahle short- wheeelbase model offers 103.9 cubic feet of storage area; 
the long-wheelbase model has 128.6 cubic feet of storage. The larger 
Transit mini-step van, which replaces Ford’s E-series vans, comes in 
three body lengths and three roof heights. 


4-cylinder gas engine is standard equipment, but can be specified 
with a compressed natural gas/liquid propane conversion package. 
An optional 1.6-liter, 4-cylinder turbo-assisted EcoBoost model is also 
available. 

In addition to its Transit Connect, Ford last year followed in the 
Sprinter’s tracks by introducing its Transit mini step-van, which 
replaces Ford’s venerable E-Series vans. Transit comes in three body 
lengths (130 to 148 inches), with up to 487.3 cubic feet of interior 
volume, and three roof heights, with up to 77 inches of headroom. 

A dual rear-wheel version with a maximum payload of 4,650 pounds 
is also available. Engine choices include 3.5-liter EcoBoost turbo or 
3.7-liter gas V-6. 

Traditional Vans Still in Demand 

General Motors, which usually runs neck-and-neck with rival Ford in 
its vehicle lineup, has opted not to compete in the mega-size van 
category while continuing to maintain 

Chevrolet’s City Express is a compact front-wheel drive van with a cargo 
area that is 82.8 inches long (to the seats), 48 inches wide (between wheel 
wells), and 53 inches high, for a clear volume of 122. 7 cubic feet. Maxi- 
mum payload is 1,500 pounds. 


its fleet of “standard” full-size vans 
under the GMC Savana and Chevrolet 
Express nameplates. 

Chevrolet. That said, Chevy has 
introduced a compact van called the 
City Express (below), which is actually a 
rebadged NV200 van built by Nissan. The 
front-wheel drive van is equipped with a 
2.0-liter, 4-cylinder engine rated at 131 hp 
(139 Ib-ft of torque) and a continuously 
variable transmission. Like the Transit 
Connect, City Express was designed for 
maneuverability and fuel-efficiency in 
urban environments. The single wheelbase 
and body style comes with 122 cubic feet 
of cargo space and a maximum 1,500-pound payload capacity. 

Like the NV200, the City Express offers a cockpit fitted out for 
business, with features such as laptop and hanging-file storage, re- 
cessed areas on the instrument panel for folders and documents, 
and a sliding storage drawer under the passenger seat, which also 
folds down to serve as a worktop. 

GMC. Although the 2016 Express Cargo and its near-twin Savana 
Cargo (opposite, top) are still considered full-size vans, they have 
become the midsize niche between the large and new compact-van 
categories. Both are based on GM’s heavy-duty 2500 and 3500 
truck platforms and are available in regular and extended wheel- 
base lengths (135 and 155 inches), and chassis cab setups. Both 
offer standard 4.8-liter (285 hp with 295 Ib-ft of torque) or optional 
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The full-size Savana Cargo van 
from GMC (above) is available in 
two wheelbase lengths , 135 inches 
and 155 inches. A Vortec 6.0 -liter 
V-8 engine is standard equip- 
ment, but three other engines are 
available, including a compressed 
natural-gas option. 

Nissan’s NV Cargo van (right) 
is available in three versions with 
standard and high-roof configu- 
rations, and a maximum cargo 
volume of 420.5 cubic feet. 



JOIN THE 
RE-MODELERS 
ASSOCIATION 

SEMINAR AT SEA 

CARNIVAL PRIDE 

7 NIGHT CRUISE 
JUNE 25, 2016 

DEPARTING FROM BALTIMORE 

TO BOOK CONTACT: 
TRAVEL SERVICES, LLC 
(804) 467-4880 


6.0-liter (342 hp, 373 Ib-ft of torque) gas 
V-8 engines. Also available is a 6.6-liter 
turbo diesel rated at 260 hp and 525 Ib-ft 
of torque. 

Nissan. The NV Cargo van (above), 
which it introduced in 2011 and builds 
in Mississippi along with its Titan pickup 
trucks, is configured to compete against 
both traditional full-size and mini step-van 
competitors. Like the GM vans, it’s available 
in 1500, 2500 HD, and 3500 HD versions; 
and like the Transit and Sprinter, it offers a 
high-roof model with 77 inches of head- 
room, although in cargo volume (maximum 
420.5 cubic feet) it trails the bigger vans. 
Two gas engine options include a 4.0-liter 


V-6 (261 hp, 281 Ib-ft of torque) and a 
5.6-liter V-8 (317 hp, 385 Ib-ft of torque). 

Nissan’s NV200 Compact Cargo van is 
identical to its Chevy City Express cousin in 
engine, payload, and interior capacity. Nota- 
bly, Nissan points out that this urban “mini” 
van is more than 4.5 feet shorter in length 
and 2.5 feet lower in height than traditional 
full-size, high-roof models, which translates 
into a tighter turning radius (36.7 feet) and 
better fuel economy — something any small- 
business owner can appreciate. PR 

Mike Morris is a former licensed remodeling 
contractor and journalist who writes about 
the home building and automotive industries. 
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Nora Lighting has added to its series of Diamond II Retrofit 
LED recessed fixtures. The 5-inch aperture LED downlight features 
a 10.55-watt LED module producing 650 lumens with 90+ CRI 
for more realistic color rendition. An adjustable gimbal rotates 
356 degrees and adjusts from 0 to 40 degrees. Suitable for wall- 
washing effects, accent lighting, and sloped-ceiling applications, 
the fixture offers a choice of three trims and a range of finishes. 
Nora’s Unitized Thermal Management system ensures cool opera- 
tion, and the downlight works with most leading-edge electronic 
dimmers and trailing-edge incandescent dimmers. It is cULus 
listed for damp locations and is Energy Star rated for more than 
50,000 hours of performance, noralighting.com Circle No. 805 
on reader service card 


The Terra collection from Graff features 25 items from floor- 
mounted tub fillers and classic lavatory faucets to towel bars and 
tissue holders. The collection is characterized by contemporary, 
bold lines and fluid, minimalist shapes. Manufactured using brass, 
the Terra collection is available in polished chrome, brushed nickel, 
polished nickel, and olive bronze finishes, graff-faucets.com 
Circle No. 806 
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A Time Honored Tradition 

Quality cabinet components are what we do — and we've been 
doing it for decades. You give us your specs. We'll make doors 
you’ll be proud of. 
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LED NIVERSITY 


COMPLIMENTARY WEBINAR 


LED LIGHTING 204: 

LED AND SOLID-STATE LIGHTING OPPORTUNITIES 
FOR AGING EYES, HEALTH AND BEHAVIOR 


WEDNESDAY, OCTOBER 14 • 2 P.M. ET 

The lighting marketplace is changing more rapidly 
today than any time in the last 100 years. Much of 
this change revolves around the innovations that 
are occurring with LED and solid-state lighting 
technologies. And the unique characteristics of these 
technologies are opening up opportunities for designing 
hghtmg systems that are more comfortable and more 
effective for aging eyes. LED and solid-state lighting 
also enable lighting systems that are healthier and 
more conducive to positive effects on human behavior. 

In this free one-hour session, we will discuss these 
technological changes and analy7e applications where 
LED and solid-state lighting can provide more effective 
and more comfortable human environments. 



Joseph A. 
Rey-Barreau. 
AlA, IES 


ACCREDITATION: 

AIA/CES LU (HSW) 

1.0 Learning Unit 

IDCEC (IIDA/ASID/1 DC/IDS) 

0.1 CEU 
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01. CEU 


REGISTER AT: www.LEDedu.com 
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Silacrete tiles from Tesselle are a U.S.-made composite consisting 
of 50 percent recycled glass and 50 percent concrete that are available 
in a variety of finishes, including solid colors and digitally printed designs 
and photorealistic looks in a variety of colors. Suitable for indoor applica- 
tions, such as countertops, backsplashes, floors, or walls, the tiles can 
also be used on walls outdoors. Brooke (shown) comes in six colors and 
in sizes from 6x6 inches to 18x18 inches, tesselle.com Circle No. 807 


The 16-gauge steel core of Houzer’s Porcela Porcelain enamel 
undermount steel sinks makes them 65 percent lighter than cast iron 
while still providing a cast-iron look and feel. Porcela’s nonporous, high- 
gloss surface is double-baked at 1,500°F, making it difficult to chip, 
scratch, or stain. Eight colors are available: White, Biscuit, Black, Slate, 
and Espresso, as well as Lemon, Mint, and Navy Blue (shown); and four 
shapes: bar/prep, single-bowl, large single-bowl, and offset single bowl. 
houzersink.com Circle No. 808 


Klein Tools has expanded its Tough Meter Test & Measurement 
product line with the NCVT-3 Non-Contact Voltage Tester With Flashlight. 
The tool identifies AC voltage in cables, cords, circuit breakers, outlets, 
etc., and works in the range from 12v to l,000v AC. A handy, integrated 
flashlight works independently of the tester. The NCVT-3 is dustproof, 
waterproof, has a CAT IV lOOOv safety rating, and offers drop protection 
of up to 6.6 feet, kleintools.com Circle No. 809 
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Download a j 
Free Trial Version 
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Windows 



Two new offerings from Innovative Glass include LC Pri- 
vacy Glass and SolarSmart. LC Privacy Glass (shown) allows 
you to electronically switch your glass from clear to frosted 
white with the touch of a button. It’s available as completely 
glazed, pre-wired units in dozens of sizes, finishes, and 
shapes, ready for installation. SolarSmart glass is adap- 
tive, using Suntuitive technology to automatically darken 
the glass as its surface gets hotter, then fade as the glass 
cools. SolarSmart requires no power, wires, or user involve- 
ment to control it. innovativeglasscorp.com Circle No. 815 
on reader service card 

For homeowners seeking a window that fits well with 
traditional architectural styles, Simonton Windows offers its 
Madeira collection. According to the company, Madeira out- 
performs the energy efficiency of Energy Star standards with 
its ProSolar low-E glass (argon gas is standard). ProSolar 
Shade low-E glass and Eco3 triple-pane glass packages are 
also available. Custom looks can be achieved using a range 
of Decorum exterior colors and various decorative glass and 
grid options, simonton.com Circle No. 816 


After its success with the Pure super-slim sliding glass 
wall system, Vitrocsa is launching the Pure Window Line, 
which boasts the same minimalist aesthetic with 7 / s -inch verti- 
cal jambs but at more competitive prices. Made in the U.S., 
Pure windows are available in a set number of configurations 
as sliding or fixed units and a 90-degree corner window. All 
units come standard with Pure’s unique, patented ultra-flush 
threshold, pure-windows.com Circle No. 817 


Western Window Systems is introducing the Series 
670, a customizable line of hinged windows. Designed with 
a 41/2-inch frame depth, the series can be directly mulled to 
most of Western Window Systems’ product lines — a unique 
quality in aluminum fenestration. The screens have been re- 
engineered and now feature concealed clips. Other upgrades 
include an improved hopper style to increase drainage, a 
slimmer sash lock, and thermally broken aluminum and high- 
quality stainless steel hardware. Circle No. 818 


The aesthetics of wood and the low-maintenance of vinyl 
come together in the ProVia Aeris WxlOOO Series. Pre-finished 
real oak, cherry, or maple is applied to the sash and frame 
interior for the look of an all-wood window. The windows can 
be custom sized to the nearest Vs inch, and the wood can be 
stained, sanded, and re-stained or painted. Other features 
include a low-E coating, a fusion-welded sloped sill to aid water 
drainage, and jamb pocket colors that coordinate with paint or 
stain colors, proviaproducts.com Circle No. 819 
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DuPont is building induction chargers into a select ver- 
sion of its Corian countertops. The Corian Charging Surface 
uses a transmitter hidden just below the countertop surface 
to wirelessly transfer energy to a receiver within or attached 
to smart devices, such as mobile phones or tablets. Nearly 
all smart devices can be charged with a charging ring from 
Duracell Powermat, but charging cases also are available, and 
some devices are already enabled with wireless charging ca- 
pabilities. To wirelessly charge using Corian Charging Surface, 
users need only connect the ring or case to their mobile de- 
vice and place it on a charging spot. Find local distributors at 
corian.com/powerup Circle No. 825 on reader service card 


To quickly attach undermount sinks to stone counter- 
tops, Z Keepers has launched GoClips 5-Second Anchors, a 
slot-based sink mounting system. The clips don’t require use 
of hammers, drills, or hammer drills to secure the sink. To 
install the clips and sink, use a grinder and diamond blade to 
cut a V 2 -inch slot in the underside of the countertop, then hold 
up the sink and secure it in place via a spring clip that’s self- 
locking into the slot. Three clip sizes are available, goclips.us 
Circle No. 826 


Wilsonart has launched a new product, Solicor Compact 
Laminate, as well as added colors and textured finishes to its 
Solicor Laminate Collection. Solicor offers continuous color 
all the way to the edge, eliminating the brown line associated 
with traditional laminate fabrication. Solicor Compact Lami- 
nate is available in a V 2 -inch thickness, can be used horizon- 
tally or vertically, and is installed the same way as standard 
compact laminate. It is available in Linen (shown) and Black in 
matte and high-gloss finishes, wilsonart.com Circle No. 827 


Dekton by Cosentino is an ultra-compact surface made 
from glass, porcelain, and quartz using a proprietary “particle 
sintering technology,” which uses heat and pressure to imbue 
the material with high strength, low water absorption, UV 
resistance, and resistance to scratches and thermal shock. 
Eight colors are being added, for a total of 23 available 
colors. (Shown: Makai, on island, and Galema, on rear wall 
and counter.) Dekton is suitable for interior and exterior use, 
including showers and floors. All eight colors will be available 
in large-format slabs of 56 by 126 inches and in three thick- 
nesses. dekton.com Circle No. 828 


Vicostone recently added four colors to its line of 
quartz surfacing, each featuring unique veined looks in gray, 
brown, and white tones (BQ8660 Venatino shown here). The 
new colors fall into two separate color collections, with three 
colors added to the Designer Series, and one addition to the 
Romance Series, vicostoneus.com Circle No. 829 
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ARE YOU A 
PRIME CANDIDATE? 


Are you driven to succeed? Are you looking to network 
and share pertinent business and market information 
with like-minded remodeling decision-makers? 

EBA PRIME (Professional Remodelers in Management Excellence) is an 

exclusive forum of industry leaders and remodeling business owners who 
meet 3 times each year to discuss new trends, assess business practices, 
strategize with peers, and update marketing and sales approaches. 

EBA PRIME is your connection to the people, resources and expertise you 
need to take your business to the next level. 

Who’s at the table? Executives from the nation's top remodeling firms, 
manufacturers and service providers participate in our education and 
mentorship agendas. 


PRIME 
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ARE YOU ONE 
OF THE BEST? 


Claim your chair and get 
connected! Apply today to 
participate in PRIME Contact 
Joy Kilgore at 757.344.4569; 
IS joy<a ebapproach.com. 

www.executivebusinessapproach.com 


Let your imagination come to life 
withthe helpofWellborn Cabinet's 
YouDraiA/lt Program. We are excited 
to offer this program as a part of 
our Estate Collection. 
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Economical padded protection for just about 
any surface. The best value in reusable protection. 




Protective 

Products 


t far fee Protection Solutions 


■s Non-porous top surface prevents 
liquids from penetrating. 

v Reverse wound for easy application. 

v Ideal for dry and cured hardwood, 
stone, tile, counters & table tops. 


Call 1.800.789.6633 or visitProtectiveProducts.com 


For more information, No. 781 on reader service card. 
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Artistry in Architectural 
Grilles & Metal 

custom manufacturers of fine architectural grilles and metalwork 
Advanced Arch Grilles 


Over 70 years’ experience as a custom designer 
and manufacturer of an extensive line of fine 
linear bar and perforated grilles. 

www.aagrilles.com 
sales@aagrilles.com | 516-488-0628 

We are proud Affiliate Members of the 
ALA New York and Chicago Chapters 


For more information, No. 784 on reader service card. 


GOT WEB? ^MEDIA p RESS 

A highly functional website is your 24/7 sales 

force - keeping potential customers informed and Building websites for tomorrow 

engaged, even when your office is closed for the day. 

To compete in the global marketplace, a sophisticated website that is fully responsive, content 
rich and totally device independent not only puts you in the race — it positions you in the lead. 

SEO? Search Engine Optimization ensures that your website content is ranked high enough in 
the search results that it is found more often. 

At MediaPress Studios, we apply now + tomorrow solutions to “now” problems, whether 
enhancing existing sites or building new device-independent websites. 



Want to know more? Check us out at 
www.mediapressstudios.com or e-mail sales@mediapressstudios.com. 

Content Strategy Custom Coding E-Commerce SEO Training 


For more information, No. 782 on reader service card. 
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Value, Not Cost 


WHAT CAN LEGITIMATE REMODELERS DO TO 
COMPETE AGAINST UNLICENSED, UNCERTIFIED, 
UNINSURED CONTRACTORS WHO UNDERCUT 
THEIR PRICE? 


REPUTATION, RISK, AND LEGISLATION 

We will probably never get away from weekend war- 
riors and summertime carpenters. A guy in a pickup 
will always be cheaper, but we sell our projects 
on our reputation, not on price point. We need to 
continue educating homeowners about the risks of 
hiring unlicensed, uninsured contractors, and we 
need to join forces with our trades to push legislation on education and 
licensing for contractors. 

Emily Lindus, Vice President 
Lindus Construction, Baldwin, Wis. 

HOMEOWNER EDUCATION SEMINARS 

The best way to combat this is to educate the 
homeowners in the communities where we work. 
Most consumers have no idea what to look for when 
hiring a reputable contractor. We advertise and hold 
seminars on “How to avoid being taken by unethical 
contractors.” Most local high schools and libraries 
want to add this type of seminar to their adult educa- 
tion classes. We drive home all the risks that come along with a non- 
professional contractor and the low bids that they usually provide. 

Jay Cipriani, President 
Cipriani Remodeling Solutions, Woodbury, N J. 




PROFESSIONALISM 

This issue will be there as long as there is a remodel- 
ing industry that has little to no barrier to entry. The 
best thing that any of us can do is to be professional 
in interactions with customers to validate the value 
that we offer. Some consumers will never be willing to 
pay for quality products and services, but the majority 
of homeowners expect a professional-quality product and service. 

Chris Edelen, President/CEO 
Edelen Marketing Associates, San Antonio 

VALUE AND HONEST REFERENCES 

We take the high road and focus on our years in 
business, customer ratings, quality products, insur- 
ance and bonding, and the simplicity of our service, 
given that we sell, manufacture, and install. We refer 
potential customers to past customers, including 
those whose projects didn’t quite go as planned, but 
who were happy when we were finished. We share our value story and 
are comfortable knowing that if someone is only interested in the lowest 
price, we are fine with having someone else help them with their needs. 

Holly Ollier, CEO 
American Exteriors, Littleton, Colo. 

MORE THAN CRAFTSMANSHIP 

There’s a huge difference between a good craftsman 
and those who also strive for excellence through cus- 
tomer service and solid business practices. Commu- 
nicate this to all your employees first — they go a long 
way in spreading the word about your company — then 
to your customers and community. This will help to 
advance not just your business, but the industry as a whole. 

Joy Kilgore, President 
EBA PRIME, Suffolk, Va. 





THE PROFESSIONAL REMODELER PRIME ADVISORY PANEL 

PRIME brings together the best-of-the-best minds in the remodeling industry. This premier council 
of industry leaders sets the trends in today's economy for tomorrow's success. 

2015 PRIME ADVISORY PANEL MEMBERS: Bill Baldwin, Hartman Baldwin Design/Build; Jay Cipriani, Cipriani Remodeling Solutions; Chris Edelen, Consultant; 
Sal Ferro, Alure Home Improvements; Joy Kilgore, EBA PRIME; Rob Levin, Statewide Remodeling; Emily Lindus, Lindus Construction; Gary Marrokal, Marrokal Design 
& Remodeling; Scott Mosby, Mosby Building Arts; Hollie Ollier, American Exteriors; and Joe Smith, LeafGuard Exteriors of Central Iowa. 
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Better. 

Building. 

Solutions. 


From the superior, low-maintenance 
products we deliver, to the long-lasting 
relationships we continually nurture, 
we like to think that our way of doing 
things is genuinely better. Discover how 
we can help you with your next building 
project and view our full range of product 
offerings at TheTapcoGroup.com 
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Better is just the beginning. 
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Learn how beauty meets brawn at SterlingPlumbing.com. 
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